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friends and 
our new 
friends--- 

our readers 

and our ad- 

vertisers, particularly to 
the men who have done 
their share during the 
closing year 10 improve 
the status of their 
industry---The Feed Bag 
extends sincere wishes 
for a \Nierry Christmas 


and yy, Prosperous 
New Year. Personally 


J? 
we especially thank all 
those who have heiped 
keep The Feed Bag out- 
standing as ‘*‘The Mer- 
chandising Paper of the 
Feed Industry”’. 
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How To Ho.Lp 


YOUR TRADE? 


That’s the question. Once you have 
sold them on the idea of trying the 
feeds you sell, do the results they ob- 
tain prove your statements? Do your 
feeders say, ‘“‘The dealer who serves 
me tells the truth about his feeds. 
They do more than he claims for 
them.’” When the man who feeds live 
stock feels that way about you, then 
you are holding your trade. 


GUARANTEED ANALYSIS 


PROTEIN 20% 
= FAT 4% 
= FIBER 8% 


NORTHERN MILLING CO. 
WAUSAU,WISCONSIN AN 


100 LBS. NET 


_DAIRY RATION 
~ FOR MIXING WITH FARM GRAINS 


= GUARANTEED ANALYSIS 
— 


PROTEIN 32% 
FAT 5% 

FIBER 1O% | 

> NORTHERN MILLING CO. A 


WAUSAU, WISCONSIN 


Still you must make a profit in holding 
your business. You must buy products 
designed to satisfy, yet priced to make 
a profit for you. Wisconsin 32% Dairy 
Ration and Egg Maker Dry Mash are 
two leaders in our complete line of 
“trade holders’. Steadily increasing 
business from our oldest dealers and 
lively enthusiasm of our new accounts 
substantiate the business holding quali- 
ties of Egg Maker, Wisconsin 32, Wis- 
consin Balanced Ration, Blue Ribbon 
Dairy, etc. 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NorTHERN MILLING Co. 


WAUSAU, WISCONSIN 
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FOR BETTER MOLASSES FEEDS 


Molasses Regulator 


times and is operated with 
a speed in direct ratio to 
speed of feeder. Manifold 
divides large stream into 
four small jets for better 
mixing. 


No Pumps, Valves 
Meters or Gauges 


Supply tank has heating ele- 
ment to soften stiff molasses 
and insure proper flow in cold 
weather. The agitator-mixer 
DRIVES the molasses into the 
feed, giving a smooth product, 
free from molasses balls. 


Write for additional infor- 
mation and prices. 


‘She Strong-Scott Mfg Co. 


Minneapolis Minn. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


You can cash in on the big, increasing demand 
for molasses feeds with a heavy, uniform, high 
quality product if you use this proved machine, 


the 
STRONG-SCOTT 
Unit Molasses Feed Mixer 


It gives you absolutely accurate proportions. The 
ground feeds are fed with the dependable Driver Feeder, 
a part of the unit. The molasses regulator forces an 


accurately uniform, steady stream into the mixer at all” 


Great Falls Mont. 
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A Carload of Profits 


arrives every time a car of Diamond Corn 
Gluten Meal pulls up to your freight plat- 
form. Each car of Diamond is destined to 
make money for your feed customers no 
matter whether it is sold to them in its 
original red-diamond bags or as a part of 
your branded ration. And making money 
for your customers is, of course, the equi- 
valent of making money for you. 


Diamond Corn Gluten Meal 


is a profit-making feed because it furnishes 
economically the important milk-produc- 
ing nutrients...A minimum of 40% 
protein... over 80% total digestible nutri- 
ents...amaximum of 4 fibre ... all corn. 


Whether you mix or not, Diamond has a 
real place in your 1930 stocks. 


40% Protein Guaranteed 


CORN PRODUCTS REFINING COMPANY 
17 BATTERY PLACE 
NEW YORK CITY 


fm the Sack When 


1 Why Sell Feed By 


You Can Sell 
By the Ton 


Feed that sells by the ton re- 
duces your costs, gives quick- 
er turnover and increases your 


profits. That’s why BLUE 
RIBBON Sweet Dairy Feeds 


are so popular with Wisconsin 
Dealers—they sell them by 
the ton. 


There’s money in it— 


“Money In Every Sack” 


This advertising plan will put 
new life into your business. 


BLUE RIBBON 16144%. SWEET 
DAIRY FEED 


BLUE RIBBON 24% SWEET 
DAIRY FEED 


BLUE MOON 32% SWEET 
DAIRY FEED 


BLUE BELL LAYING MASH 
BLUE BELL SCRATCH FEED 


BLUE RIBBON SUGARED 
PIG FEED and 


BELCO 30% O. P. LINSEED 
MEAL and SCREENINGS 
OIL FEED. 


Profits Prove Them 


Milling Co. 


MINNEAPOLIS, MINN. 
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Fos-For-uS 
MAKES GOOD FEEDS 


RAPIDS. 1OWA 


TELLING 


MILLIONS THE FOS-FOR-US 
MIX YOUR FEED 


Your customers know that Fos-For-uS builds country mineralize with Fos-For-uS, the standard 
bones, makes meat, prolongs milk flow and basic mineral. 

makes hard-shelled eggs. They know these facts 
because we are telling them about Fos-For-uS 
month after month in the farm papers they 
read, 


The facts that brought about this nationwide use 


of mineral in feeds are presented briefly and 
readably in the portfolio illustrated. Send for it, 
today. Use the coupon below. 


Naturally they believe the convincing evidence 


that has been presented to them. 


Naturally they look for Fos-For-uS in the feeds 
they buy—for they know that over 700 MILLERS 
and FEED MANUFACTURERS in every part of the 


ED MINE 


[NTERNATIONAL /\GRICULTURAL (ORPORATION 


MANUFACTURERS OF GRADE 


Manufacturers of High Grade Fertilizers 
61 BROADWAY, DEPT.18, NEW YORK CITY 


Send me the Miller’s Brief 


State 
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December 


; Dre last of the twelue---and the end 


of another cycle ---as there is an end 
to everything some day. But in 
many ways it’s the nicest of the 
twelue --- filled mith gray white skies & 
and whitened earth---and at the end 
with Gappiness and Good Wishes; --- & 
the closing of old ledgers---we like 
December and hope very siucerely that & 
it will be full of Happiness for You 
---Real Gappiness. 


Arrady Farms Milling Co. 
Chicago, Illinois 
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Number Twelve 


Eastern Federation Making Plans 
For Mid-Winter Meeting 


Merchants Will Gather at Binghamton, N.Y., February 20 and 21 
Record Attendance Expected for Elaborate Two-Day Program 


of the Eastern Federation of Feed 

Merchants, is determined to make 
the mid-winter convention to be held at 
Binghamton, N. Y., February 20 and 21 
the largest on record. 

The Arlington hotel, scene of more 
than a dozen winter meetings, will again 
be the headquarters for the two-day con- 
clave. Plans are being made to bring 
out at least 300 retail feed men from 
Pennsylvania, New Jersey and New 
York. 

Critical Problems Pending 

“The feed trade faces one of the most 
critical situations it has been called upon 
to meet since the war,” said Mr. McIn- 
tyre. “It will not be enough to get to- 
gether to hear a few speeches. We 
must take plenty of time to discuss 
every phase of our business and take a 
look into the future if we are to con- 
tinue to make progress. I am going 
to use all of my energies to get out a 
large attendance of strictly retail dealers 
so that we may have the broadest pos- 
sible discussion of the subjects.” 

The other directors and officers have 
caught the enthusiasm of the president. 
Reeve Harden, director, who was elect- 
ed president of the New Jersey associa- 
tion at its recent meeting, said: 

“After listening to the talks and dis- 
cussions at our meeting at New Bruns- 
wick I am convinced that we must Icse 
no time in laying our plans to meet the 
new conditions that are fast arising in 
our trade. The time to do it is in Bing- 
hamton next February and I shall en- 
deavor to have every retail dealer in our 
state attend. This will be the most im- 
portant meeting we have held in recent 
years and should result in much good.” 

Pep Meetings Planned 

Committees will be appointed in each 
county to stimulate attendance. They 
will arrange preliminary meetings of the 
dealers in the counties during January 


| eee M. McINTYRE, president 


and early February, to prepare subjects 
for discussion at the convention. By 
this plan it is believed definite sugges- 
tions may be presented to meet the sit- 
uations facing the trade. 

“It has been my observation that we 
have often come to our conventions 
without definite recommendations for 
action, depending upon the members to 
work out the solutions to trade problems 
extemporaneously,’ Mr. McIntyre said. 
“The result has usually been that com- 
mittees were appointed and action de- 
layed for several months. The execu- 
tive committee will meet soon to draft 
recommendations which will be fur- 
nished to the county chairman to pre- 
sent at their local meetings. Thus we 
will have a definite reaction from many 
groups before we meet at Binghamton 
to draft our final plans.” 

There will be several speakers, chief- 
ly chosen from among the membership 
of the federation. Each one will out- 
line some new phase in the business 
and present his method of meeting it. 
Following each talk there will be op- 
portunity for a free discussion from the 
floor. 

Plan Two-Day Program 

The convention will open with a 
morning session on February 20. At 
12:30 there will be a lunchéon confer- 
ence for directors, officers and commit- 
tees. The afternoon business meeting 
will begin at 2 p. m. and will continue 
until 5 o’clock. 

The annual banquet and entertain- 
ment will be held in the Spanish ball- 
room at 7 p. m. Herbert J. Barndt will 
again be in charge of the entertainment 
and promises to make it equal to or bet- 
ter than any he has arranged in past 
years. At the banquet there will be a 
reception of the new members who have 
joined the federation since the summer 
convention. 

The business meeting will be con- 
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tinued at the morning session on Feb- 
ruary 21. The findings of committees 
will be reported and acted upon and 
an executive meeting at noon will con- 
clude the convention. 

A complete list of committees, coun- 
ty chairmen and details of their meet- 
ings will be ready for publication in the 
next issue of The Feed Bag. 

The executive officers will be glad to 
receive suggestions for making the pro- 
gram of the convention as valuable to 
retail dealers as is possible. 


JOHN J. COWLEY, 65, Corning, N. 
Y., was found dead in his apartment 
November 14. Gas escaping from an 
unlighted heater caused his death. 


MARSHALL M. BURRELL, 76, 
vice-president of the J. H. Strait Mill- 
ing Co., Canisteo, N. Y., died suddenly 
at his home. Mr. Burrell had been an 
assessor in his home community for 15 
years in addition to attending to the 
extensive milling interests of the Strait 
company, one of the large feed produc- 
ers in western New York. 


HARRY BRINSER DIES 

Harry R. Brinser, Central Pennsyl- 
vania feed industry leader for many 
years, died November 14 at his home 
in Harrisburg following a long illness. 
He learned the milling and feed dis- 
tributing business from his father, the 
late S. C. Brinser and succeeded him as 
head of the Brinser Milling & Feed Co. 
In later years the name of the com- 
pany was changed to that of the Golden 
Leader Milling & Feed Co., of which 
Mr. Brinser continued as head until 
January 1 of this year when the con- 
dition of his health forced his retire- 
ment. At that time his son, Lane W. 
Brinser, took over the business and con- 
tinued its operation. He and two 
daughters survive their father. 
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Don’t Fret Over Stock Market 
People Still Live, Buy 


of business America has drifted 

away from the workbench to cock 
an excited eye at the biggest crap game 
the world has ever seen. 

In fact, all too many of our amateur 
economists have taken literally the en- 
gaging admonition: “Reach for a Lucky 
instead of a sweet”! 

The time comes when the best hand- 
ler of the Rolling Dominoes cannot 


Fv the last few weeks a good part 


make another pass, and the arrival of 
that time is signaled by the crash 
through their margins of the finest 
bunch of industrial securities that ever 
declared an extra. 

Well, that’s that—and it’s pretty well 
over, except for an occasional bird who 
has lost everything but his ego, and 
who hurls himself from a high window 
with complete disregard for the busy 
people who are really going somewhere 


TO senp 


same day it is received. 


handle. 


No waste —or breakage. 


REGISTERED 


MONEY py, 


valuable service for 


Reef Brand, Dealers 


Every order for Reef Brand is ‘‘rush.’”” Direct Western 
Union Wire in the New Orleans office insures no possi- 
ble delay. Your order is sent speeding on its way the 
Reef Brand dealers are en- 
thusiastic about this service. 
Shipped in new, machine sewn burlap bags. 


Write for information. 


Gulf Crushing Co. Inc. 


New Orleans, U. S. A. 


eef Bra 


in U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 


Reef Brand is easy to 
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on the sidewalks below. 

But—while they’re clearing up the 
empties—let’s not forget that Jim Ru- 
ral, out on his place in indiana, is fig- 
uring on a new corn crib and on tiling 
that east-forty of good bottom land. 

Let’s not forget that, same as ever, 
Joe Normal, of Pretty Prairie, is put- 
ting in a new lighting plant, which 
means the Missus soon will be wanting 
a Kohler bathtub, and all the fixings. 

Let’s not overlook the fact that all 
the young Jim’s and Joe’s and Susan’s 
and Mary’s are getting married as usual 
and need household furnishings and in- 
stallment accommodations for the after- 
glow. 

Let’s not forget that millions of reg- 
ular folks throughout this grand, great- 
ly-desiring, gorgeously-spending Ameri- 
ca, need power, heat, light, food, trans- 
portation, recreation and adornment, 
same as always. 

They’ll go on wearing out Goodyear 
tires, eating Rolled oats and drinking 
Maxwell House coffee, buying new 
Buicks and Fords, just as before. 

They'll go on walking a mile for a 
Camel, stepping out of the short skirts 
for the new long ones, moving into the 
suburbs for more air for the baby, tak- 
ing an evening off for the talkies, in the 
future as in the past. 

They'll go on dreaming, and earning, 
and buying—in that lavish fashion that 
has always characterized the shortest- 
memoried and longest-confidenced peo- 
ple that ever lived. 

They'll continue to constitute, for the 
man or manufacturer who deserves it, 
the BIGGEST, RICHEST, MOST 
RESPONSIVE MARKET IN THE 
WORLD! 

There’s the picture, Mister, unraveled 
from the ticker tape—what do you say: 
Let’s go to work! 

If you make a product that people 
need or can be made to desire, dig in 
your heels and let’s go.— Erwin, Wasey 
& Co. in the New York Times, Nov. 5, 
1929. 


ERSKINE REED MYER, former 
operator of the Myer feed mills at 
Myersburg, N. Y., died in Denver, 
Colo., where he had been residing since 
his retirement. He was 74 years of age. 


THE LAKE SHORE SEED CO. 
has completed an addition to its plant 
at Dunkirk, N. Y. The new building is 
40 by 200 feet. 


W. A. STANNARD, Albany, N. Y., 
secretary of the Eastern Federation of 
Feed Merchants, gave a radio talk on 
December 5 over WGY on “Feeding for 
Profit.” This feature is a part of the 
federation’s program to help its mem- 
bers obtain more business. 
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You Aid Progress of Agriculture 
New Jersey Merchants Told 


Feed Conference With College Extension Department Well Attended 


Reeve Harden Elected President; 


ORE than 100 feed dealers from 
M all parts of New Jersey were 

guests of the College of Agri- 
culture at New Brunswick, November 
20. 

H. J. Baker, director of the extension 
department, was host and greeted the 
dealers when they assembled at 10:30 
in the short-course building. In the ad- 
dress of welcome he told the dealers 
that they played an important part in 
the economic progress of agriculture. 

“The college extension department 
realizes that the farmers of New Jersey 
depend upon you for profit-making feeds 
and information,” he said. “We want 
to cooperate whole-heartedly with you. 
Experiments in feeding are being con- 
stantly made at this college and we 
want the feed men to have the full bene- 
fit of them. That is the reason we get 
together each year. It also gives us 
an opportunity to understand each oth- 
er’s work so that we may work to- 
gether for the good of the farmers who 
are your customers.” 

Present Short Play 

A humorous sketch in which the new 
trends in feed merchandising were dis- 
cussed was presented by representatives 
of the McMillen Co. P. Turner, rep- 
resenting a college professor, gave some 
good sound advice to H. D. Munroe, a 
feed dealer, who played the part of a 
farmer. Mr. Turner gave a brief talk 
following the sketch, in which he out- 
lined successful merchandising 
plans used by New Jersey and Pennsyl- 
vania dealers. 

A box luncheon served at noon proved 
a novelty that was much appreciated by 
the delegates. While they enjoyed the 
sandwiches, coffee, fruit and pie they 
discussed the condition of business in 
their localities. One of the dealers was 
heard to say that he enjoyed the oppor- 
tunity for informal discussion, because 
he learned directly from other dealers 
how they overcame their business dif- 
ficulties. 

Hear Advertising Talk 

“Practical Advertising for the Retail 
Merchant” was the subject of a talk by 
J. W. Keller, Pratt Food Co. 

“A feed man who would make pro- 
gress must advertise,’ he said. “It is 
not necessary to experiment. The deal- 
ers will be more successful if they learn 
all the methods of advertising employed 
successfully by their competitors and 
adapt them for their own use.” 


Professors, Sales Experts Speak 


Posing for pictures is a part of every ee ee This group includes (from 
F. 


left to right) F. B. Ris, Corn Products Refining 
~ Eastern Federation; H. J. Samuelson, former New Jersey secretary; H. E. F 


. McIntyre, president of the 
. Franke, former 


New Jersey president; Z. K. Greene, one cf the gang; and Reeve Harden, head of the 


New Jersey association. 


He outlined the value of various types 
of advertising, including newspapers, di- 
rect mail, circulars, and novelty meth- 
ods. The dealers kept their pencils busy 
making notes and it is expected that 
there will be decided improvements in 
their advertising plans. 


Speaks on Merchandising 
Austin W. Carpenter, Larrowe Mill- 
ing Co., gave one of his customary en- 
thusiastic talks on improved merchan- 
dising methods, using the subject, “Bar- 
num vs. Rip Van Winkle Retailing’. 
“There has been little change in our 
markets for feeds during the past few 
years except for an increase in the poul- 
try feeds,” he told the dealers. “The 
buying methods are much the same. But 
during the past ten years the increase 
in retailers has been nearly tenfold. 
This has made it necessary for success- 
ful dealers to change their methods of 
merchandising and there is still room 
for much improvement for most of us.” 
He then told of the tremendous show- 
manship used by great corporations to 
attract buyers. With many humorous 
illustrations of showmanship or lack of 
it, among retail dealers, he drove home 
his demand that progressive dealers 
must employ the same spectacular and 
persistent methcds to keep their names 
and their wares before the public. 
Showmanship Sold Feeds 
Mr. Carpenter told of one dealer who 
believed in showmanship, who dyed 
some hens a bright green and displayed 
them prominently in front of his ‘store. 
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A check made by a skeptic showed that 
out of the first 29 people who passed 
the store, 28 stopped to look at the 
green flock, several entered the store 
and 11 made purchases of some sort. 
The skeptic was convinced of the value 
of showmanship in sales promotion. 

“Study your field, your customers’ 
likes and dislikes, watch the sales 
methods of other trades and apply all of 
the spectacular features of advertising 
that fit your requirements,’ Mr. Car-- 
penter urged in closing. “In this day 
and age you cannot sit and wait fof 
trade to come to you. You have got to 
do some bally-hooing to bring it in or 
the other more progressive dealers will 
get it.” 

Feed Market Growing 

Jacob Lipman, dean of the college, 
and director of the New Jersey agri- 
cultural experiment station, painted a 
hopeful picture for the dealers of the 
state in speaking’ on the subject 
“Changes in New Jersey Agriculture.” 

“New Jersey dairy and poultry far- 
mers are awakening to the need for 
greater production in order to hold their 
markets against the competition of more 
distant producers. Our milk and poul- 
try production is increasing, particularly 
poultry. The dairy production in our 
State is about $30,000,000 annually and 
poultry averages from $20,000,000 to 
$25,000,000. 

“As the farmers increase their produc- 
tion the dealers must benefit through 
increased sale of feed. It is estimated 

(Continued on page Forty-five) 
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BUY QUAKER _ FEEDS 


a A 


Being Quaker Dealer 
Means Something— 


T MEANS that you are selling feeds that have a real 
demand —feeds that enjoy a lasting popularity—feeds 
that keep old customers and make new. It means that 
you are selling feeds that are abreast of the times—feeds 
that cover the whole field, thus permitting you to reduce 
your inventory by concentrating on the Quaker Line. 


It means that you have the support of Quaker advertis- 
ing, Quaker sales aids, Quaker shipping arrangements. 
It means that by buying assorted cars of Quaker Feeds 
and Flour, you can carry smaller stocks and be assured 
a quicker turnover. And it means genuine, consistent, 


continuous profits for you! Write today for particulars. 
A card will do. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 
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Quaker ™ Quake, 
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FROM OUR Merry Christmas! 

HEARTS It is an old wish, as old as our way of 
reckoning time itself. But the ages have 

robbed it of none of its significance. Each year glad hearts 

vibrate with its spirit; men are drawn in closer union of 

human brotherhood and peace descends with tranquil sweet- 

ness upon the whole world. 


Merry Christmas, in its full significance, is the wish of 
The Feed Bag to its readers. May each of} you share in the 
joy that is ours in this Yule season. Happiness has come 
to us in abundance in the privilege of serving you. 

This issue of The Feed Bag contains 56 pages, one of 
the largest numbers to date. In every department we have 
endeavored with each succeeding month to give you more 
and better reading. Our staff has combed the country for 
practical ideas which you may apply successfully in your 
business. Close contact has been maintained with scien- 
tific sources for latest trends in feeds and feeding. Nutri- 
tional experts on our own staff have conducted experiments 
for the benefit of our readers. It has been our pleasure to 
observe the growth and spread the good news of feed trade 
organizations and to portray as completely as possible the 
happenings among men of the industry. 


And now we present to you this banner issue of The 
Feed Bag and pledge to you, our consistent efforts in pre- 
senting something bigger and better for you each succeed- 
ing month. May the horn of plenty bestow lavishly upon 
you during the New Year and may your joy be as great 
as ours has been in the privilege of serving you. 


FARMERS FOLLOW Results of a recent survey which 
DEALERS’ ADVICE are published elsewhere in The 
Feed Bag reveal a marked indica- 
tion that feed dealers possess the confidence of farmers. 
In twelve Wisconsin counties, 665 farmers were asked 
upon whom they depended for help in selecting the com- 
mercial fertilizers. 
“Our retail feed dealer,” replied 51 per cent of them. 


This answer indicates that the efforts which the feed 
trade has extended to offer helpful, constructive advice to 
its patrons has not been in vain. Dealers everywhere have 
gone an! extra mile for the farmer. They have shown him 
how to make more money by proper feeding of dairy cows, 
poultry and hogs. They have engaged poultry and dairy 
experts to cull flocks, keep records, and extend veterinary 
services. All of this has been appreciated by the farmers 


in their silent, modest way. Many have reciprocated with 
purchases. 


More than that, they have placed their confidence in the 
retail feed dealer who serves them. When problems arise 
they consult him; they have learned to trust him. 

Corporations and privately owned firms consider good- 
will one of their greatest assets. The faith and confidence 
of farmers is goodwill in the highest degree for the feed 
dealer. 

Continued service extended by. dealers to farmers will 
maintain the present goodwill and increase its value in the 
future. The 51 per cent who now manifest faith in their 


retail dealer can be increased to 100 per cent by diligent 
application. 
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It is inspiring to know that the feed dealers have won 
that much of the faith of the farmers. It should give all an 
impetus to continue to give more and better service and to 
add to this valuable possession. 


MR. KERN WRITES F. Kern, Sparta, Wis., veteran 
A HELPFUL ARTICLE feed dealer and manager, gives 

his fellow tradesmen a valuable 
tip in his article which is published in this issue of The Feed 
Bag. 

Sell your feed at the current market price, regardless 
of the price you paid when you bought it, he advises. There 
is much that savors of good business judgment in this advice. 

It is a strong temptation to pass the benefit of a price 


reduction on to the customers when one has made a wise 
purchase. 


“T bought this feed at so much a ton,” the dealer rea- 
sons. “The market is way up. I can take a reasonable pro- 
fit and still reduce the prices to my customers.” 


Such reasoning is not befitting of a successful busi- 
ness. What will the dealer do when he buys his feeds at 
high prices and must sell them in the face of a declining 
market? His customers will turn thumbs down on him then 
and dash across the street to buy from his competitor. 

The feed business is a game of ups and downs. Wise 
dealers will take the big surplus when market conditions 
make it available. They will utilize it to absorb the jolts 
which come when prices shoot downward and the ware- 
house is full of feeds bought at handsome prices. 

Mr. Kern has been through the mill. He speaks from 
long years of experience and we are grateful to him for his 
good advice. It is worthy of serious consideration and fur- 
ther discussion by all dealers. 


THE COST Agricultural colleges, dealers’ associations 
OF CREDIT local clubs are devoting more and more at- 

tention to credit problems. The Iowa State 
college extension service recently completed a survey of 200 
farmers’ elevators and discovered that it cost all of them 
from $3,000,000 to $5,000,000 to carry their book accounts. 

These sums are staggering. The real seriousness and 
dangers of credit cannot be fully determined until they are 
carefully investigated and their immensity is revealed. Lowa 
dealers, upon the revelation of the menace threatening them, 
immediately rallied to action. Eighty-three per cent of the 
counties, in which the survey was made, organized to de- 
vise methods of controlling the credit problem. They will 
greatly profit by this movement. 

Credit is retarding the progress of business. It is dis- 
sipating profits and gumming the economic processes of the 
country. It is a silent force, corroding the very founda- 
tion of business. 

Many other localities are laboring under a credit bur- 
den. as heavy or heavier than that which weighed down 
upon the farmers’ elevators in Iowa. It is time to act. 
Study and control, the adopting of a cash basis selling plan 
—both are effective, tried and tested solutions. “Let’s get 
the credit monster before it gets us”, should be the by- 
word of all who are engaged in the feed business. 
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2257 lbs. of OATS through 1-16 screen 
Using only 1.56 K. W. per 100 lbs. 


A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 
has in every test always outground every 


= hammer mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 


tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own. 
feeds with this wonderful process. 


Our booklet the “MIRACLE ACE HAMMER MILL” describes this mill, and our “‘MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Base Feed Prices on Current Market 
~ Regardless of Buying Cost 


Retail Margin Should Be 10 Per Cent or More to Insure Fair Returns 
Dealer Is at Least Entitled to Salary, Interest on His Investment 


By F. Kern 


Director and Past President, Central Retail Feed Association 


OMPETITION being the spice 
C of life,-as we a!l have heard, a 

brief statement on the subject by 
one in keen competition might possibly 
serve to set some others thinking on 
that subject and eventuaily prove of 
some financial benefit. 

Were we, who handle 100 pound pack- 
ages all day and day after day, all work- 
ing on the same basis, as well as toward 
the same end, we would truly be ren- 
dering a service., 

What Is “Same Basis” 

What do I mean by “same basis’? 
You say that it is impossible where one 
dealer has a very cheap location, does 
all his work, keeps his own books nights 
and Sundays, has ample capital, does no 
delivering, and perhaps his neighbor has 
an expensive location, has to hire help, 
a bookkeeper, etc., does a credit busi- 
ness, delivers, and has to borrow money 
with which to operate. 

These are all “overhead” costs. They 
may be greater or less, comparing com- 
petitors in the same trading center, but 
the man who owns his own property 
and uses the money he has been able to 
save over a period of years of economy 
and strict attention to business, is en- 
titled to both pay for his labor and for 
the use of his money, exactly the same 
as his neighbor who has to hire the help 
and has to pay interest for the use of 
the money involved. Why not? 

But you say, “How about the annual 
sales?”” You may be doing a $200,000 
business and your competitor only $75,- 
000. They cannot be on the “same ba- 
sis”. Location and sales ability are both 
factors in volume. Amount of money 
involved and physical ability to handle 
your business pertain more particularly 
to profit. 


Profit Sometimes Imaginary 

Frankly, there are a great many deal- 
ers in the feed business, doing all or 
most of their own work, who are just 
kidding themselves when at the close of 
the year, they have a margin above 
costs and expenses, and call it “profit”. 
For it is not that, it is simply pay for 
the physical effort expended and use of 
their money which would earn at least 
6 per cent for them invested anywhere, 
unless it be in stocks speculation. If 
these same dealers would pay them- 


selves the salary they would exact if 
working for someone else and then de- 
duct the interest they are entitled to on 
the money used in their business, their 
“net income” might show in red ink 
in a statement instead of as profit as 
many are pleased to call it. 

Next to the coal business, the feed 
business is about the heaviest, hardest 
work known. You ask, “Why don’t you 
get out of it?” Well, if I quit my com- 
petitors would get all that business. 
They would make a lot of easy money 
that I have been depriving them of by 
selling so cheap that they could not 
make a profit. I suppose there are deal- 
ers whose first consideration is not 
making money. I know there are some, 
always have been and always will be 
perhaps, dealers who will be willing to 
sell bran for a dollar margin just to 
make the feeder think that I am over- 
charging when I try to get a living mar- 
gin. 

That is not competition, it is non- 
sense or deliberate meanness, leave it 
to you to decide which. But we have 
not yet settled the question of “same 
basis”. Just this further question: What 
is a fair margin in the feed business? 
We will all agree that in all lines of 
merchandising, few if any are based as 
low as 10 per cent. For the purpose of 
analysis then, we will say we should be 
entitled to this very low margin of 10 
per cent, using present feed prices which 
are higher than they were in August, 
but perhaps the average for the 12 
months. If they are, and we are en- 
titled to a 10 per cent margin on bran 
for instance, we must add better than 
$3.00 to the present price. How many 
are doing it? Why not? 

Replacement Value Important 

You say, “My bran did not cost me 
$30.00. I bought it when the price was 
right.” Well, a lot of fellows thought 
they bought stocks when the price was 
right, too. But how about replacement 
value? We are invariably forced to sell 
at replacement value on a _ declining 
market. Why, then, are we not en- 
titled to a margin based on replacement 
value even though we bought favorabiy? 
Does good buying mean that. we should 
donate to our patrons the difference be- 
tween the price we bought at: and what 
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the merchandise has proved to be worth 
when the market advances. Consider 
in answering that latter we will be 
forced to sell on the basis of the market 
when prices are declining. 

My argument is that we are entitled 
to a margin on replacement values every 
month in the 12 just as much as when 
the market is up as on the declining 
market, and if we were all of that 
opinion, we would all be on the “same 
basis” and each would be making a le- 
gitimate margin rather than making en- 
emies of our competitors as is the gen- 
eral rule, or has been until the Central 
Retail Feed association helped us to 
see the fallacy of such so called “busi- 
ness methods’. 


Cost of Doing Business, 


Let us suppose we are entitled to 10 
per cent on replacement values at all 
times. Then our advance on good pur- 
chases would compensate for the loss 
during the declining half of the year and 
we might figure that if we did $100,000 
annual business we would have a gross 
margin of $10,000. Now, what does it 
cost you to earn that margin? Any- 
where from 6 per cent to 10 per cenf if 
you pay yourself a salary and charge 
interest for the money you have in- 
vested in property and inventory. 

But you were fortunate enough to get 
10 cars of bran when the market was 
around $27.50 and you sell that out on 
a 10 per cent margin, say $31.00, and 
figure that you are making $3.50 instead 
of selling at a 10 per cent margin on the 
replacement value, which right now 
would be around $34.00 and making 
$6.50, losing $3.00 you are reasonably 
entitled to, how will you compensate 
yourself and business for the loss dur- 
ing the periods of declining and de- 
pressed markets? Now, don’t tell me 
you have no such losses. I have been 
in the feed game more or less for the 
past 30 years and have kept as com- 
plete a set of records as you will find, 
I believe, and Ed LaBudde says I am 


the keenest buyer he has to deal with, . 
and boy! I have lost money on declin-' 


ing markets, and so have you. 


If your buying ability is above par,. 


you are entitled to greater income. 
There are a million chances open today 
\Continued on Page Forty-eight) 
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The only way busy feed dealers can 
take a month off is to tear a sheet from 


the calendar. 

HAVE YOU HEARD THIS ONE? 

Jones dyed some eggs in various col- 
ors, placed them in one of his hen’s 
nests, and told his little son to go and 
get what the good Easter fairy hen had 
laid for him. Jones’ rooster, however, 
spied the eggs first, eyed them suspic- 
iously, went mad with jealously, gave 
his harem a red hot discourse on the 
law relating to unfaithful wives, hopped 
over the fence into an ornamental park 
and kicked the life out of a decrepit old 
peacock.—Park & Pollard Scratch. 


Carefully Sifted for Feed Dealer Consumption 


GREETINGS 

Merry Christmas, reader friends, 

A New Year filled with pleasure; 
This is The Feed Bag’s wish to you 
In overflowing measure. 


The biggest Christmas sock is usually 
the one father gets upon receipt of the 


“The 


MIXER 


that really 


MIXES” 


MIXES 
RAPIDLY 
THOROUGHLY 
and 
UNIFORMLY 


Send for 
Bulletin 20-F 


The 


Haines Feed Mixer 


(Patented) 


THE GRAIN MACHINERY 


MARION-OHIO 
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bills after the holidays. 


INGENIOUS FARMER 

Feed Dealer: “Well, Mr. Jones, I’ve 
heard that you invented a new egg ma- 
chine.” 

Farmer: “Yes, sir, it’s an outfit that 
lets an egg drop out of sight whenever 
a hen lays it. The hen then turns 
around and not seeing the eggs, thinks 
she has made a mistake, and lays an- 
other. 


The surest way to be happy is to be 
so gol durned busy that you haven’t 
any time to be unhappy.—Penford 
News. 


GOING UP 
Feed Dealer: “What are you asking 
for those chickens, Mrs. Brown?” 


Mrs. Brown: “Twenty-six cents a 
pound.” 

Feed Dealer: “And did you raise them 
yourself?” 

Mrs. Brown: “Yes sir, they were 


twenty-two cents a pound yesterday.” 


CORNHAY WEAKLY NEWS 

Constable Bunks has refused to be 
Santa Claus at the annual Women’s club 
bazaar this Christmas. At the last af- 
fair one of the small boys made the re- 
mark that Santa Claus never had such 
a red nose, and everyone immediately 
realized that it was Constable Bunks. 

Three burglars entered Lem Jones’ 
feed store the other evening and escaped 
with more then $4,000 in charge ac- 
counts which is all there was in the 
cash register. Mr. Jones plans to ap- 
peal to the Burglars’ union to help him 
change to a cash basis. 

Ira Hicks won first prize at the Mas- 
querade ball Friday evening when he 
dropped in casually at the ball to find 
his wife. Imagine Ira’s embarrassment 
when he was told by the judges to un- 
mask and reveal his identity. 


HIS DESTINATION 
Little Willie: “Mamma, is papa go- 
ing to heaven when he dies?” 
Mother: “Whoever put such an ab- 
surd idea into your head?’’—Bagology. 


Another candidate for the dumbbell 
club is the man who thinks his wife 
sits up until 3 a. m. to have a warm 
lunch ready for him when he returns. 
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Chain Stores Made 
Boscobel Firm 
Realize Necessity 


Of Cash Basis 


4 M. F. Brobst 
f The Feed Bag Staff 


E did not want to go: on the 

cash basis, but were 

forced to do it.’ That’s the 
way Mr. Floyd Frankenhoff, manager 
of the Boscobel Farmers exchange, ex- 
presses himself in connection with the 
firm’s new plan of selling. 

“It was like this,” said Mr. Franken- 
hoff. “The chain stores in this. town 
taught us a lesson. I don’t see why we 
had to wait for the Universal, the A. 
& P. or J. C. Penney to teach us the 
value of the cash basis, but that is just 
what happened. Those companies are 
able to render better service because 
they are all on the cash basis. But that 
is only one side of the story. 

Chains Got the Cash 

“We found that those people who had 
only enough cash on hand to pay for 
part of their needs, paid cash for what 
they purchased at the chain stores and 
called on us and charged their feeds and 
grinding. So you can see where that 
left us—they got the cash and we kept 
books. 

“That started us to doing a little 
thinking. The first question we asked 
ourselves was, ‘Why don’t these chain 
stores do a credit business?’ The an- 
swer that we finally worked out was 
that they didn’t want to take losses that 
come from charge accounts. They 
could not give good service under the 
credit policy and their prices would 
have to be higher, which would mean 
that they would be in the same position 
that we were. They would have to 
spend too much of their good time fig- 
uring out ways and means of collecting 
bad accounts instead of concentrating 
on methods to improve their service and 
secing that every customer was satis- 
fied. 

Skeptics Feared Failure 

“A good many of my best customers 
told me that they were afraid we were 
going to lose a lot of business when 
we published our ‘cash only’ plan in 
the Boscobel Dial-Enterprise for two 
weeks before the plan went into effect,” 
said Mr. Frankenhoff. “It sort of scared 
us, but we would not go back on our 
decision. And now we are glad we 
stuck to it, because not one of those 


fellows who discouraged us from trying 
it have quit trading here. 

“They all like it and say they do not 
blame us, when the chain stores are 
getting cash, why shouldn’t we? We 
have not lost our good customers. Our 
competitor is not on a cash basis, and 
our customers could go right over there 
and charge their feeds, but they don’t 
do it. We will admit that we have 
lost some business, but not our desir- 
able business. Farmers believe in the 
cash basis and hate debts just as much 
as anyone. When they buy for cash 
they buy more carefully and make bet- 
ter use of their money.” 

Firm Grew Rapidly 

It was according to these dictates of 
reason that the oldest operating mill in 
Wisconsin went on a cash basis last 
March 1. It is interesting to review 
the progress of this firm, both from 
the standpoint of improved mechanical 
means of operation and their advanced 
systems of doing business. 

Back in 1864 when Sylvester Brothers 
built the original mill it was operated 
with water power. According to the 
stories of the old timers around Bosco- 
bel, this old stone structure was de- 
signed for a flour mill. Farmers would 
bring in their grists of wheat to have 
it ground for their winter’s supply of 
flour. Money was scarce in those days 
and the toll system was employed. In- 
stead of money the miller would take 
his pay in a percentage of the flour, and 
according to reports, there wasn’t a man 
in the county who could say that Syl- 
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Floyd Frankenhoff, mentary of tke Bos- 


cobel Farmers Exchange, finds the cash 
basis the only way to keep on even terms 
with chain stores. He tells of his interest- 
ing experience in changing to the no credit 
system in spite of a 65 year old precedent. 
vester “dipped too deep.” 

As the years went by the mechanism 
of the old water-power apparatus be- 
came rickety and a new and entirely up- 
to-date device, a steam engine, was in- 
stalled. The old water wheel was 
thrown in the discard and the new 
steam arrangement began to draw more 
trade. Thus the old stone mill of Bos- 
cobel ground its way _— successfully 
through another generation. 

But even steam had its limitations, 
and boilers got to be a nuisance when 
they were leaky. “Stokin’” was not 
the most pleasant job in the world. Be- 
sides there was a better way than steam, 
a system that one could start and stop 
at any time desired. One didn’t have 
to steam up the new power contraption. 
Finally, after due consideration, the pre- 
decessors of Mr. Frankenhoff and as- 
sociates decided to install a gasoline en- 
gine. 

Credit Became Problem 

Again Boscobel’s landmark by the 
creek scored a hit and by keeping 
abreast of the times was rewarded with 
its share of the business. With the new 
gasoline engine farmers would come in 
and get their grinding done in less than 
no time. 

Along about the time the gasoline en- 
gine was installed for power it seemed 
that money was a little more plentiful 
and there came into practice a system 
of “cash or toll.” Unfortunately some 
of the good farmers. did not have 
enough wheat in some years so that 
they could afford to have the miller take 
his toll in flour and the cash was also 
short. Credit or “buying on time’’ was 
then installed as a means of accommo- 
dation for these farmers. For some 
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5. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil Cotton 


Seed Meals 


either straight 
or mixed 
cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


—_~S 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 


years this plan seemed to work out sat- 
isfactorily. 

But the gasoline engine continued to 
be improved and was mounted on fcur 
wheels. The automobile was born and 
everybody wanted one. That called for 
mcre cash than ever. Farmers began 
to think more in terms of gallons of 
gas, quarts of oil and miles per hour 
than in bushels per acre and pounds 
per head of cattle. And some cf the 
farmers became so swept off their regu- 
lar old track of thinking that they for- 
got to pay their bills. Of course some 
of them remembered to pay and their 
credit was still good at the Old Stone 


customers who paid their bills. 

It did not seem quite fair to good 
friends and customers to make them 
pay for what slow pay customers took 
home and never paid anything for. But 
that’s the way it was before the Old 
Stone Mill was reorganized into the 
Boscobel Farmers Exchange. 

After the reorganization the gasoline 
engine was the subject of much discus- 
sion. It balked quite a lot; sometimes 
it couldn’t get started at all and again 
it would run out of gas or burn out a 
bearing. “An electric motor—that’s the 
thing,” decided these progressive direc- 
tors who had the future of the business . 
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Mill. But in order to keep from going at heart. And now the Boscobel Far- 
broke on account of the losses due to mers’ Exchange hums merrily on with 
those who forgot to pay the Old Stone electric power, attrition mills and, last 
Mill had to charge more to those good but not least, the cash basis. 


SAVE THE RECORDS 


S / 
Fire!” F IR T 


Startled, men all about the Purina Experimental Farm \a 
dropped their work and ran. The steer barn was burning! V 


Too late to save the barn. . . cattle safe in the pasture 
... but into the flames they groped and staggered... 
feeling ...searching... 


Searching for something insurance could not cover... 
for something carpenters could not build...for some- 
thing money could not buy. 


Brave hands soon found and saved that something... 
the records! Records that told the true story of long and 
patient experiments ...records that explained the why 
of new ways of feeding...records that meant more 
dollars in the pocket of every Purina feeder. 


Records ! They're the backbone of things on the Purina 
Experimental Farm. Purina must guard them preciously. 
For it is these records that point the way to new methods 
of feeding ...it is these records that are behind every 
Checkerboard bag in your feedlot. When you are in a 
dollars and cents frame of mind it is these records that 

_ will send you to the Checkerboard store every time!’ 
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Farmers Can Solve Own Problems 
Ohio Dealers Maintain 


Semi-Annual Fall Gathering at Columbus Attracts Large Crowd 
Meetings on Grain Grading Held in State 


of District 


PTIMISM over the farm relief 
O situation which was manifested 

by the Ohio Grain Mill and 
Feed Dealers at the annual convention 
last summer continued to prevail at the 
semi-annual fall gathering which was 
held at the Deshler hotel, Columbus, 
Ohio, November 6. More than 125 
members were present. 

District Meetings Held 

Upon the invitation of the Grain In- 
spection Division, United States depart- 
ment of agriculture, the Ohio Grain, 
Mill and Feed Dealers association 
scheduled a series of district meetings 
throughout the state, to be held during 
the first week in December. Federal 
grain supervisors gave grading exhibi- 
tions and educational moving pictures 
were shown. Local speakers also gave 
talks. Meetings were held at Fostoria, 
December 2; Lima, December 3; Green- 
ville, December 4; Middletown, Decem- 
ber 5 and Washington CH, December 
6. Officers of the association directed 
the series. 

Dealers Attend Dinner 

The semi-annual fall meeting was pre- 
ceded by a conference held by the board 
of directors of the organization and the 
pre-convention frolic which attracted 
more than one-third of the members to 
Columbus on the evening before the 
formal session. Grain men, millers and 
feed dealers were treated to dinner and 
abundant entertainment was provided. 
Joe Streicher, Toledo, was master of 
ceremonies. 

More members arrived on the follow- 
ing morning and all assembled for the 
noon luncheon, which opened the busi- 
ness session, directed by Edgar Thier- 
wechter, president. 

Harold Anderson, Toledo, chairman 
of the Tri-State Soft Wheat Crop Im- 
provement committee, reviewed the past 
work of the organization and commend- 
ed the value of control measures and 
standardization of good quality grain. 
He suggested the grading of all wheat 
at country elevators. 

Corn Problems Analyzed 

W. G. Ingalls, federal supervisor, 
Grain Inspection Division, United 
States department of agriculture, gave 
a brief talk explaining the series of 
meetings on grain grading which the 
government agreed to conduct in Ohio. 

W. H. Crafts, Corn Borer Control 
Division, United States department of 


Series 


‘dealers. 


agriculture, explained the requirements 
necessary for corn before it could be 
shipped out of the state and informed 
the members of a new plan for the per- 
iodical checking of shipments among 
Extension of the quarantine 
line into Monroe, Washington and part 
of Athens counties was protested by 
several of the members and. action on 
the proposal was postponed. A discus- 
sion of the condition of the Ohio corn 
crop followed. Many members partici- 
pated in the discussions and suggested 
methods by which the production could 
be increased. 
Farm Relief Discussed 


The farm relief situation received a 
thorough going over among the dealers 
and the consensus of opinion was that 
the progressive farmer was capable of 
working out his own salvation without 
the aid of government regulation. 

“A farmer,” said President Thier- 
wechter, in discussing the problem, 
“came into my store one day smiling 
and happy. He had climbed out of bed 
before 7 o'clock that morning and had 
completed all of his chores. He was 
happy to be a farmer and laughed loud- 
ly as he told me about the ‘fool poli- 
ticians’ who were shouting relief for his 
poor down trodden race. 

“Later, in the afternoon, another far- 
mer came into my store,” Mr. Thier- 
wechter continued. “His face was a 
picture of gloom, and he shuffled over 
to my corner, and asked me to loan him 
money on his future crcp. He com- 
plained that everything had gone wrong 
and that the government was mighty 
slow about helping him out This man 
was an out and out loafer. 

Loafers Complain Most 

“Now both of these farmers had the 
same opportunity. One was successful 
and the other failed. The difference 
was industry and enterprise on one hand 
and laziness and carelessness on the 
other. Which goes to show that the 
farmer who is up on his toes like my 
early morning caller doesn’t need gov- 
ernment aid. It is the loafer who is 
shouting loudest for relief.” 

A discussion on bank drafts and credit 
problems followed. 

New members initiated into the. or- 
ganization at the meeting were Jesse C. 
Stewart Co., Pittsburgh, Pa.; E. G. 
Buchseib, Columbus; E. W. Cooledge, 
Chicago; Medina Farmers Exchange 
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Co., Medina; John Lundgard, Port Clin- 
ton; Farmers Mercantile & Elevator 
Co.; Lindsey; Keystone Steel & Wire 
Co., Peoria, Ill.; The Mineralized Yeast 
Mills Co., Ingomar; Trotwood Farmers 
Exchange Co., Trotwood; The Eagle 
Grain Co., Hoytville; Mark Center Ele- 
vator Co., Mark Center; C. W. Thomp- 
son & Co., East Monroe; Morgan Coun- 
ty Farmers Elevator Co., Malta; Henry 
A. Krumm, Columbus; Elk Eye Milling 
Co., McConnelsville; Farm Specialty 
Co., Greenwich, E. W. Armstrong Co., 
Monroeville, and Farmers Elevator Co., 
St. James. 

The Ohio Grain, Mill and Feed Deal- 
ers association is one of the oldest or- 
ganizations in the industry. It cele- 
brated its golden anniversary last sum- 
mer. 


GRAIN MACHINERY CO., Marion, 
Ohio, has issued an interesting little 
booklet relating to the history of 
Haines feed mixers. A copy of the 
book will be sent to dealers on request. 


HARLAND FLOUR & FEED CO., 
Minneapolis, has leased the elevator of 
J. P. Schissel, Austin, Minn., and has 
appointed Dewey Hanson manager. 


S. H. VAN GORDEN & SONS, 
Black River Falls, Wis., has completed 
construction of a new feed mill and 
warehouse at Main and Second streets, 
from which all future business of the 
firm will be conducted. The firm was 
organized in 1877 by S. H. Van Gorden 
at Hixton, Wis. The first branch was 
established at Taylor, Wis., and since 
then branches have been opened at 
Alma Center, Osseo, and Neillsville. 


EYOTA GRAIN ELEVATOR, Ey- 
ota, Minn., was destroyed by fire re- 
cently with an estimated loss of $20,000. 


MILWAUKEE MALTSTER DIES 

Carl E. Hanson, 69, Milwaukee, or- 
ganizer of the Hansen Malting Co., now 
the Froedtert Grain & Malting Co., died 
at Lucerne, Switzerland recently. He 
was active in the malt and grain indus- 
try all his life and had a host of ‘friends 
throughout the country. He became a 
grain broker in New York in 1919 and 
retired in 1928. His wife, son and 
daughter survive. 
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Wherever feeders talk about feed—or house- 
wives mention flour—you are sure to hear 
them say—“You can depend on the name 
‘Gold Medal’ 


It isn't just an accident that causes more women to demand 
Gold Medal Flour than any other brand, nor is it an acci- 
dent that enables Gold Medal Feeds to put the most dollars 
of profit into the pockets of farmers. 


Gold Medal Feeds have proved their profit making ability 
through actual farm tests. They are strictly quality feeds 
—the kind that bring customers back to your store over 
and over again. And Gold Medal advertising makes Gold 
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Medal Farm-tested feeds known wherever feeds are sold. 
That is why Gold Medal Products pay dealers best. 


If you want the profit and prestige that go with the Gold 
Medal line, write us for details. 


You will do it eventually—why not now? 


WASHBURN CROSBY COMPANY 


Minneapolis Kansas City Buffalo 


Feeos 


. why not now? 
Farrn Tested” 92, 
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Neatness and employment of good 
managers are two factors which have 
developed a successful chain of local 
feed stores for Hardeman-King Co., 
Oklahoma City, Okla. 


Cities store merchandising con- 


tinues to make sweeping advan- 

ces in retail fields. What may it 
mean to the feed trade? Do feed stuffs 
constitute a “different’’ field, in which 
chair store methods find hard sledding, 
or does opportunity exist here? What 
are special problems? 

Information from a concern which has 
been successful in establishing a local 
chain of feed stores is presented here. 
The concern is the Hardeman-King Co., 
Oklahoma City, Okla. Bruce Harde- 
man, secretary-treasurer, and John R. 
Eldredge, vice-president, talked interest- 
ingly about their experiences. 

Local Chain Is Successful 

At the outset, it may be stated that 
the Hardeman-King Co. has made a 
success of chain operation of feed stores. 
The company was established in Okla- 
homa City in 1912. It began its re- 
tailing of feed stuffs only two years 
ago, establishing a downtown store un- 
der the name, Merit Feed & Seed store. 

“We had no retail outlet downtown. 
We needed it. We were ready, if neces- 
sary, to start our own store to get it. 
That is the story of our start as opera- 
tors of a chain of feed stores,” Mr. Har- 
deman said. “The first was a success 
and we added others. Each of these 
has given us distribution where we 
needed it. 

“Our brand name was Merit. We 
used it to name the new stores.” 

Territory Influences Business 

If you think of a store at each of four 
corners, with a fifth store in the center, 
vou have the layout—how Hardeman- 
King covers Oklahoma City for feed 
retailing. In general, all stores of the 
chain deal in feed stuffs, poultry and bird 
supplies, accessories, seeds and _ bulbs. 
However, the stock of the store varies 
a great deal in adaptation to the terri- 
tory served. For example, one store 
is located in Nicoma park, one of the 
largest poultry colonies east of the 
Rockies. Naturally, the poultry raiser 
dominates the business done by this 
Merit store. Another Merit store is 


Capable Managers 
Neat Stores 


Build Successful 
Local Chain 


located at the fair grounds. Here a 
large business is done for saddle horses 
and the oil fields. 

Two rather unusual lines distributed 
by the chain are pecans and Christmas 
trees. The pecans are put up in cne- 
pound packages: pecan meats also are 
sold. Christmas trees to the number of 
several thousand are sold each Christ- 
mas season. 

The stores vary somewhat among 
themselves in size, but might be des- 
cribed, with fair accuracy, as having a 
front of 25 feet and a depth of 100 to 
150 feet. 


Neat and Clean Stores 


The organization in each store varies 
with location and business done. Thus, 
the store at Nicoma park, which is the 
most distant from the company’s plant 
on Western avenue, has two men. This 
store has a delivery truck. 

The other stores have two to four 
employees. Delivery is handled by the 
delivery organization at the company’s 
plant. 

One of the standards Hardeman-King 
has set for itself in its chain of feed 
stores is neatness and cleanliness. The 
manager is expected to have at all 
times a store into. which the public, 
men and women, can walk with plea- 
sure. The Merit stores set a high stan- 
dard here, and have made a reputation 
which counts visibly for sales with Ok- 
lahoma City feed and seed buyers. 

Bookkeeping at Head Office 

All bookkeeping for the chain is han- 
dled at the office at the company’s plant. 
While a preponderating proportion of 
business done is on a cash basis, still 
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credit accounts from acceptable people 
are taken on. One of the problems of 
chain operation, the correspondent was 
told, has occurred here. 

“In general,” remarked Mr. Eldredge, 
“the local manager has authority to 
grant credit only to people with whose 
standing he is thoroughly familiar. In 
other cases he is expected to ’phone the 
office. 

“Here, the credit man handles the ap- 
plication. He may be able to reply im- 
mediately, or it may take some time to 
get together the facts on making a 
sound decision practical. 

“We belong to two Oklahoma City 
credit associations and use the facilities. 
of both. We compile from time to time 
Cc. O. D. lists, which are sent out to all 
our managers. The managers are ex-- 
pected to keep familiar with names om 
these. 

Extend Weekly Credit 

“All bookkeeping is done at the head 
office, to which daily reports are made 
from each store. The credit we extend 
is weekly credit. Each Monday, state- 
ments are made up for the credit cus- 
tomers and given to our collectors who 
go out to collect payments.” 

One of the unusual things about the 
success of this local chain has been the 
fact that it has been accompanied by 
comparatively little advertising. To 
date, apparently the convenience of 
stores located at strategic points, plus 
the general reputation of the company, 
and its products, have been adequate to 
assure excellent business and growth. 
The company later, however, does ex- 
pect to come to special advertising on 

(Continued on Page Forty-three) 
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Tell the 


Salesma 


When he tells you 
how much good 
his advertising is 
going to do you— 


—tell him that what you want to know is how many 
customers it’s going to reach on the rural route of 


your own community. 


The salesman can tell you if the ad- 
vertising is in papers giving a Post 
Office or Town count of circulation. 
Post Office Count of Circulation is 
the dealer’s measuring stick of the 
value of a farm paper in influencing 
sales in his own particular town! 


Stock turnover, as influenced by ad- 
vertising, is strictly dependent on 
a coverage in a dealer’s own particu- 
lar locality adequate to create a buy- 
ing preference at the dealer’s 
counter. 


When a dealer is asked to buy mer- 
chandise, in part at least, on the 
strength of advertising, isn’t it rea- 
sonable for him to ask, ‘““How much 
of this advertising reaches my com- 
munity?” 

Post Office or Town Count of Circu- 
lation brings advertising down to 
brass tacks for the retail dealer! The 
Wisconsin Agriculturist and Farmer 
alone is the only Wisconsin paper 
that gives a Post Office Count of 
Circulation. 


WISCONSIN AGRICULTURIST AND FARMER 


Total Circulation Over 180,000 Weekly 


RACINE, WISCONSIN 


“‘The Only Weekly Farm Paper, Owned Edited and Published in Wisconsin’”’ 
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Farm Union, Feed Problems Discussed 
By New Richmond Club 


Wisconsin Group Holds Interesting Meeting; Moving Pictures Shown 
Speaker Encourages Dealers to Teach Patrons Modern Feeding Methods 


of animal husbandry at the River 

Falls Normal. school, River Falls, 
Wis., was the principal speaker at the 
last fall meeting of the New Richmond 
District Feed Dealers club, affiliated 
with the Central Retail Feed associa- 
_ tion, held at the Hotel Beebe, New 
Richmond, Wis., Tuesday evening, No- 
vember 26. 

Get-Togethers Are Helpful 

“This is my first experience address- 
ing feed dealers,” Mr. Johnson said, 
“but I believe it is a fine thing for ex- 
periment station men and nutrition in- 
structors and feed dealers to get to- 
gether once in a while. I believe it 
would help many of our prominent ani- 
mal nutrition men if they could get 
closer to the feed industry in this way. 

“The three big problems in teaching 
better business methods to farmers, par- 
ticularly dairy farmers such as we have 
in this territory, are breeding, culling 
and feeding. I believe feeding is the 
most important and most fundamental. 
Farmers know something about feeding 
to start with and if they can be encour- 
aged to feed properly they will not want 
to waste feed on poor animals, so they 
will start culling. Once they start cull- 
ing, these same farmers will see the im- 
portance of breeding. 

Farmer’s Problem Different 

“Feed dealers can do a lot and are 
doing a great deal to encourage better 
feeding. It is a mistake, however, for 
any dealers to urge increased feeding 
in an indiscriminate way. Dealers should 
recognize that there is a point of di- 
minishing returns in feeding—a point 
after which a greater production cannot 
be obtained on a profitable basis. 

“The feeding problem of every farmer 
should be considered as a separate prob- 
lem. Every farmer’s situation is differ- 
ent and there are no general rules with 
respect to feeding which can be applic- 
able to all. If dealers will remember 
this viewpoint and study feeds and feed- 
ing in connection with the local condi- 
tions, they will become the counselor 
and advisor of the feeders in their com- 
munity and occupy positions as mer- 
chants which are unopen to any type 
of competition.” 

E. H. Sather, New Richmond Roller 
Mills Co., New Richmond, Wis., presid- 
ing as chairman of the meeting, called 
for a general discussion and expression 


RTHUR JOHNSON, instructor 


of opinion from the various dealers in 
attendance following Mr. Johnson’s ad- 
dress. “The greatest service farmers 
require from feed dealers,’ Conrad A. 
Petersen, Frederic Farmers Cooperative 
Exchange, Frederic, Wis., said, “is help 
in balancing the ration.” 

F. H. Hembrook, F. H. Hembrook & 
Co., Chetek, Wis.,:said it was up to all 
dealers to read, study and think if they 
wanted to keep abreast of ‘the feed in- 
dustry and to serve their patrons ef- 
ficiently. One dealer asked whether or 
not there was any law or custom des- 
cribing how much shrinkage in weight 
of grain is logical during grinding. F. 
C. Meyer, Wisconsin Milling Co., Me- 
nomonie, Wis., answered the question, 
advising that a state law permits shrink- 
age not to exceed 3 per cent. 

Power Cost Survey 

David K. Steenbergh, managing edi- 
tor of The Feed Bag, and secretary of 
the Central Retail Feed association, 
next reported on recent and contem- 
plated activities of the organization. He 
called attention of the dealers to the 
power cost survey which is now being 
made in the state of Wisconsin by the 
association, and urged all dealers who 
had not answered their questionnaires 
to do so immediately. 

Experiences with the Farmers Union, 
South St. Paul, Minnesota, a coopera- 
tive organizing the farmers and selling 
feed to them in Minnesota and north- 
western Wisconsin, were next related 
by several dealers. Mr. Meyer said that 
the union was very active, and had been 
successful in getting a very large num- 
ber of farmer members in Dunn county, 
and added that he understood several 
organizers were soon to begin activity 
in St. Croix county. 

Riek Tells About Union 

Charles A. Riek, Boyceville Equity, 
Boyceville, Wis., compared the Farmers 
Union and its success in getting mem- 
bers to the Ku Klux Klan. He said 
the organizers are clever and get the 
farmers so enthusiastic that they seem 
to lose all reason. ‘The union special- 
izes,” Mr. Riek continued, “in promot- 
ing the sale of 32 per cent dairy ration, 
claiming that they are saving the far- 
mers $8.00 per ton on their purchases. 
I branded this statement as an abso- 
Jute falsehood at one of the meetings of 
the union and said that instead of sav- 
ing the farmers money, they were over- 
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charging them by at least $3.90 a ton. 
The union claims to be selling to its 
members at cost, but we’ve all had 
enough experience in the feed business 
to know that when the solicitor takes 
the order, collects $2.50 per ton and col- 
lects the balance by sight draft attached 
to each shipment, that the $2.50, at the 
very least, is profit.” 

R. Opsal, the Haertel Co., Minneapo- 
lis, suggested that the dealers investi- 
gate the antecedents of the Farmers 
Union and its officials, and inform the 
farmers so that they will not be misled 
by statements of the organizers. He 
pointed out that it was not very many 
years ago that three other large coop- 
eratives, organized in much the same 
way, had failed, losing millions of dol- 
lars to the farmers of the Northwest. 

Moving Pictures Shown 

Showing of two moving pictures com- 
pleted the program. The first picture, 
entitled “From Oyster Shell to Egg 
Shell” was shown by Mr. H. H. Miche- 
ner, representative of the Gulf Crush- 
ing Co., New Orleans, La. This picture 
illustrated how Reef brand shells are 
dug from old reef shell formations in 
the Gulf of Mexico, thoroughly cleansed, 
crushed and graded in a modern plant, 
bagged for shipment to dealers and fin- 
ally fed to chickens. 

“Seed Corn Secrets”, the other pic- 
ture, was presented through the cour- 
tesy of Northrup, King & Co., feed 
manufacturers and seedsmen at Minne- 
apolis, with G. B. Hamilton in charge 
of the projection. In the picture Clar- 
ence Bush, one of the executives of 
Northrup, King & Co., shows a farmer, 
who called at the plant for information, 
just how Northrup, King & Co. breeds, 
grows, harvests, cures, tests and sells 
Sterling seed corn. 

Before adjournment, the New Rich- 
mond District Dealers club voted to 
hold another meeting at New Richmond 
early in the spring. 


ELMER WISE, Ladysmith, Wis., is 
building a grain elevator on his prop- 
erty and is installing a feed mill and 
feed mixer. 


F. C. FEED CO., 1023 E. First street, 
La Salle, Ill., has been incorporated by 
L. O. Cies, Mae E. and R. A. Ferguson 
to own and operate a flour, feed and 
seed store. 
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your door? 
Up there where all the world can see, is a sign— 
your sign. It tells what kind of a business you run 
—what kind of a firm you are. 
What impression do people get when they read it? 
If it is a Larro sign, it says to all who read that you 
represent a mill with an unbeatable reputation for 
making pure, uniform feeds. It tells the world that 
you handle feeds built for just one purpose—to 
give feeders every possible penny of profit from 
cows, hogs and chickens. 
That sign of yours—if it is a Larro sign—tells the 
world that you handle feeds made in a mill which 


has led the field in finding newer and better ways 
of making feeds— 


In a chemical laboratory to check the quality of 
ingredients; 

In cleansing machinery to insure absolute purity; 
In huge electro-magnets to protect livestock from 
death-dealing tramp iron and steel; 

In processes to make feeds that are always uniform 
in appearance, chemical analysis and feeding value; 


Larro has led all others. 


Your Larro sign signifies all these things to feeders 
—yes, and more—the Larro sign above your door 
is your assurance of speedy turnover—good profits 
—and customer good will. 

Thousands of feed dealers have made the Larro sign 
their symbol of success. You, too, 

can make the Larro sign—and all 


that it stands for, the foundation of 
a profitable business of your own. 


A letter or wire will bring you facts 
regarding an attractive Larro fran- 
chise for your territory. 


ALLS 


FOR COWS - HOGS - POULTRY 


THE LARROWE MILLING COMPANY 
Detroit, Michigan 
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Bashore Developed 
Feed Business 

By Selling Farmers 
Baby Chicks 


NE sale promotes another for C. 

I. Bashore, Silver Creek, Ind., 

who has developed a profitable 
business cycle with a group of hatch- 
eries, feed stores, produce markets and 
creameries. 


The combination works smoothly. 
Mr. Bashore sells the iarmers baby 
chicks and at the same time signs them 
up for feed to raise the brood. He re- 
turns later and gets an order for laying 
mash. He buys the eggs, using some 
of them for his hatcheries and market- 
ing the remainder. Market fowls are 
also purchased and sold through the 
produce departments of the business. 


Buys Farmers’ Cream 


“Use my feeds, increase your milk 
production and I will buy the cream 
back from you, paying you good prices 
for it,’ Mr. Bashore tells the dairymen. 
This offer is tempting to the farmers. 
In most cases they accept, and every- 
body is happy. 

The business cycle adopted by Mr. 
Bashore has proved its merits. From 
humble beginnings in a hillside hatch- 
ery his enterprise has expanded to four 
establishments, located at North Man- 
chester, Akron, Warsaw and_ Silver 
Lake. Feed stores which enjoy a large 
volume of business are maintained at 
each point, in addition to the hatcheries 
and facilities for handling produce 


which is purchased from the farmers. 
Heads Poultry Group 

Mr. Bashore is president of the Inter- 
national Baby Chick association and en- 
joys a wide acquaintance among poul- 
trymen. Farmers attach importance to 
his advice because of the recognition he 
has ‘gained in his field and the success 
he has attained as a business man. Mr. 
Bashore’s keen foresight enabied him to 
realize the feasibility of combining the 
feed business with his hatcheries. 
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C. I. Bashore, upper right, ope- 
rates four successful feed stores in 
connection with his hatcheries. 
Lower photos show interior and ex- 
terior view of his establishment at 
Silver Creek, Ind. 

“The main reason I started in the 
feed business,” he said, “was to keep 
my managers employed the year ‘round. 
A good man can always obtain a steady 
job. To close down a hatchery at the 
end of the hatching season and throw 
the manager out of work generally 
means that a new manager must be 
obtained for the next season. In actual 
practice I find the year ’round operation 
a good thing because it keeps the hatch- 
ery before the public at all times. 

Feeding Advice Important 

“The experienced hatcheryman is al- 
ways in the best position to advise the 
prospective chick buyer in regard to the 
many complicated details involved in 

(Continued on Page Forty-seven) 
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TEN FEATURES THE BURTON 


That Make It a Superior 
Feed 


1 No lifting of heavy bags; in- 
* gredients pour directly into 
hopper in floor. 


Feed may be run direct from 

grinder into mixer and other 
ingredients added; when the grind- 
ing is finished the batch is also 
thoroughly mixed. 


May be operated by a three 
horsepower motor or direct 
from any lineshaft. 


4 No wear on any part of ma- 
* chine as it is equipped with 
Hyatt Roller Bearings. 


5 Will mix any ingredient 
* thoroughly in from one to 
three minutes. 


6. Occupies little space; new 

type conveyor makes it pos- 
sible to install machine on any 
floor. 


7 Machines arrive ready for 
* work, thereby eliminating 
extra expense. 


8 Made in sizes 

to meet any 
dealer’s require- 
ments. 


Priced re- 
markably low 
and sold on terms. 


10 All machines 
€ 
fully guar- 
anteed. 


Burton Feed Mixer Company 


DETROIT | MICHIGAN 
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Eastern Federation Filing Protests 


Against G.L. F. Farm Loan 


Members Requested to Communicate Complaints to Their Congressmen 
Spending of Public Money Is Unwarranted, Organization Maintains 


HE Eastern Federation of Feed 

Merchants has asked 1,400 retail 

feed dealers to file a protest 

against the loan granted to the G. L. F. 

by the federal farm board. Many of 

the dealers have already protested to 
their congressmen. 

While the loan was granted for the 
purpose of establishing warehouses to 
grade, process and store the produce of 
the members of the organization in- 
volved, it is the stand of the federation 
that there is no surplus of farm pro- 
ducts in New York that would warrant 
the spending of public money. 

Loan Is Unnecessary 

“It will be but a short step from loans 
for this purpose to loans to aid strictly 
merchandising organizations,” warns 
Fred M. McIntyre, president. “New 
York farmers produce milk and poultry 
products mainly and the distribution of 
these products is already well cared for. 
In fact, there is a shortage of them, 
and outside supplies are regularly re- 
ceived. Unless there is a surplus of 
some commodities on which the farmers 
are losing money, then there is no rea- 
son to loan money. 

“We certainly want to help the farm- 
ers, but we oppose the spending of 
money, much of which is furnished by 
the feed dealers and the farmers them- 
selves, for any purpose that has not 
been demonstrated as absclutely neces- 
sary and valuable. We are not con- 
vinced that such is the case in this state. 

Receives Wide Opposition 

“We are not protesting against any 
one organization or company, but 
against the principle of loaning money 
for a use that has not been proved of 
value to the group it is supposed to ben- 
cfit.” 

Several affiliated groups have taken 
definite action to protest this and simi- 
lar future loans until the requests have 
been published and _ public hearings 
granted to interested organizations. 

Farm Survey Planned 

_ “T believe no loan should be granted 
until details of the proposed loan are 
published and a public hearing held,” 
said one of the directors. “By this 
method unfair loans would be avoided, 
and controversies made unnecessary. I 
shall make that proposal to Mr. Legge, 
chairman of the federal farm board, im- 
mediately.” 

Widespread interest is shown in the 


loan as is evidenced by the hundreds 
cf letters received by Mr. McIntyre in 
response to his questionnaire to the 
trade. As the result of these letters an 
immediate survey will be made of the 
farm crops and products, their methods 
of processing and handling to determine 
if there is need in any section of the 
state for special warehouses to supple- 
ment the present equipment. The re- 
sults of the survey are expected to be 
ready for the February meeting. 

“If the need for equipment is shown,” 
said Mr. McIntyre, “the feed men will 
be the first to provide it as they always 
have in the past. For many decades 
the feed and grain dealers have served 
the farmers as supply stores, bankers, 
produce exchanges, etc. And we are 
proud to say we have served them well.” 


St. Lawrence County Group 
Holds Turkey Dinner 


A meeting at which business was 
pushed to the background and good fel- 
lowship held the stage, was thoroughly 
enjoved by the St. Lawrence County, 
N. Y., dealers when they gathered at 
Potsdam for their annual turkey. dinner. 

Fred M. McIntyre, popular secretary 
of the association, was honored for his 
appointment as president of the Eastern 
Federation of Feed Merchants. The 
dealers of Northern New York are hap- 
py about his appointment for it is the 
first time in the history of the federa- 
tion that one of their members has 
been chosen to an important office. 

H. A. Allen, resident, Massena, N. 
Y., gave a brief talk in which he lauded 
Mr. McIntyre, stating that he was one 
of the most progressive feed dealers in 
the state and always willing to work 
for the progress of the trade. 


JOHN W. ESHELMAN & SON, 
Lancaster, Pa., are planning to build a 
new manufacturing plant at Circleville, 
Ohio. Present capacity of the firm is 
expected to be increased from. 40 to 50 
cars a day by the addition. 


WELLS-BIRCH CORP., Alexander, 
N. Y., were the victims of burglars who 
escaped with $26 in cash and merchan- 
dise valued at more than $100. The 
firm has been the victim of burglaries 
eon several previous occasions. 
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ORE than 40 members of the 
M Northern New York Feed 

Merchants association met at 
Watertown, N. Y., on Thursday, No- 
vember 20, to discuss new trade prob- 
lems. Chain store competition and gov- 
ernmental interference with business 
were among the subjects considered. 

Fred M. McIntyre, president of the 
Eastern Federation of Feed Merchants, 
and H. A. Allen, president of the St. 
Lawrence County Feed Dealers associa- 
tion, were guest speakers. Mr. McIn- 
tyre gave an interesting report of Fed- 
eration activities, particularly its efforts 
to prevent loans of public money to pri- 
vate business cnterprises. 

Mr. Allen explained how the neigh- 
bor association, cf which he is the pres- 
ident, saved its members from losses 
through its credit exchange. Each mem- 
ber reports delinquent customers at the 
regular monthly meetings so that com- 
plete record of undesirable feeders is 
always available. 

Sylvester Virkler, Castorland, report- 
ed that all but one regular dealer in 
Lewis county was enrolled as a mem- 
ber of the Eastern Federation of Feed 
Merchants. President McIntyre replied 
that no other county had yet attained 
that record although several were try- 
ing to bring the enrollment up to 100 
per cent before the February meeting. 

The conference, which was preceded 
by a dinner, was in charge of William 
Mather, president and W. I. Roe, sec- 
retary. Albert McCormican, vice-presi- 
dent, gave a report of trade conditions 
and predicted a_ satisfactory winter sea- 
son. 


W. L. FRENCH, 50, salesman for 
the Lake Shore Seed Co., Fredonia, N. 
Y., was found dead in bed in a Syra- 
cuse, N. Y., hotel. 


WILLIAM H. BAYSOR, feed sales 
manager for the Federal Milling Co., 
Lockport, N. Y., died recently in his 
home at the age of 71. He was ill with 
heart disease for six weeks before his 
death. He retired at the age of 70 after 
many years in the milling business. 


© GEORGE OTTO’S feed mill, North 
East, Pa., built in 1845 by the late 
Ezriah Scouller, was destroyed by fire 


recently. The loss was estimated at 
more than $50,000. 
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CESS 


THIS IS TRUE 


Jersey Lily has been a 
steady, persistent seller 
for over 40 years. 


BECAUSE 


Jersey Lily sells at a 
profit. Sells Rapidly— 
Repeats. 


The same dealers in in- 
creasing number have sold 
Jersey Lily year after year. 


Satisfies the Home Baker. 
Always dependable. 


We are increasing our business every year and 


we can help you increase yours with Jersey Lily. 


Mixed cars are available of---Jersey Lily 
Flour---All Wheat Feeds---Commercial Feeds. 


“Mr. Henry Y. Klepper, 820-53rd Street, Milwaukee, is in charge 
of the Wisconsin territory, and will be very glad to serve any of 


his old friends.”’ 


Write or wire your requirements 


EMPIRE MILLING CO. 


OFFICE AT 


* MINNEAPOLIS, 


MINN. 
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Dealer Builds Successful Farmers’ Co. 


From Ashes of Own Store 


Fennimore, Wis., Firm Thrives by Following Consistent Trade Policies 
Concentrates on One Brand, Advertises Regularly, Serves Patrons Well 


RED E. PAR- 
bk KER, when 
his own ware- 
house and _ entire 
stock of grain and 
feed was destroyed 
by fire in February, 
1921, was apparently 
as near “on the 
rocks” as any post- 
war feed dealer could 
possibly be. He had 
heard of a group of 
farmers, however, 
who were anxious to start in just that 
business from which he had been so un- 
willingly retired. 
Organizes Farmers’ Company 
‘Mr. Parker went to these farmers and 
sold them his plan. Within a month 
after the fire, a company had been or- 
ganized and the new firm was doing 
business. Sale of stock in the corpora- 
‘tion was restricted to farmers living 
within the firm’s trade area. 
‘The firm is the Fennimore Farmers’ 
Warehouse Co., located in the heart of 
the Grant county dairy region, at Fen- 
mmore, Wis., and Mr. Parker is now 
manager, secretary and a heavy stock- 


F. E. Parker 


holder. 

During the first year of rather uncer- 
tain existence, the company did a total 
business of $35,000. Dividends were 
‘short, but the stockholders had been 
selected carefully, and they clung to 
their stock. Careful buying and quick 
‘turnovers achieved their purpose and be- 
fore long profits began to trickle in. 

First Dividend 25 Per Cent 

« The first dividend declared was one of 
15 per cent. Others followed, running 
from 12 per cent up to 20 per cen:. Im- 
provements were made in buildings and 
equipment, the Risic mill was purchased 
and the company entered the grinding 
business in 1924 and a neat surplus fund 
was begun—a hedge against leaner 
years. 

In 1928, just eight years after its 
feeble beginning, the company reported 
a total business of $185,000, which is 
$150,000 more than was done the first 
year. 

In 1928 the firm handled 3,373,151 
pounds of grain, 1,404 tons of mill feed 
and 373 tons of hay. The total tonnage 
is equal to 2,308 truckloads, averaging 
3,000 pounds to the load. This is equiv- 
alent to one load every one and one-half 


hours each business day of the year. In 
addition, 60,000 pounds of grass seeds, 
19,600 pounds of soy beans and a large 
quantity of other seed grain were 
handled. 


Leaning Toward Cash Basis 

Perhaps the most outstanding thing 
accomplished by the company during 
the past year was the placing of corn 
and all field seeds on a strictly cash 
basis. The condition had been reached 
where the feed dealers were selling corn 
on credit long after the banks had 
ceased to extend credit on such dubious 
collateral as a litter of hungry pigs. Yet 
the warehouse company was taking this 
gamble with corn soaring well over the 
dollar point. 

The change to a cash basis worked, 
in spite of much talk of boycotts, ete. 
The farmers learned to understand the 
situation, and 99 out of 100 of them 
played the game fairly. “All seeds and 
corn cash” is now an accepted fact—the 
farmer has learned to plan for it and 
everyone is happy. 

“A large part of our success during 
the past eight years is due to a favorable 
location in a good trade area,” Mr. Par- 
ker asserts. “Our policies are consis- 
tent, we play no favorites—a mighty 
consideration in a farmers’ stock com- 
pany—and we run on a_ conservative 
plan.” 

Handles “One Line” of Feeds 

Among other things, Mr. Parker has 
always clung to the “one-line’”’ policy in 
handling manufactured feeds. The com- 
pany has handled the product of one 
firm since 1921, and occasional  side- 
stepping from this line of feeds has only 
strengthened faith in the wisdom of that 
policy. 

“Perhaps the greatest benefit which 
we receive from a consistent application 
of the one-line idea is that derived from 
national and_ direct-mail advertising,” 
the manager asserted. “In addition, the 
manufacturer cooperates with us in our 
local poultry show booths, provides 
movie films for our publicity work at 
such times and sends a man to direct 
the contact work. 

“Looking at it from another point of 
view, we have the advantage of a quan- 
tity price on various kinds of feed in 
mixed cars, enabling us to pass the sav- 
ing on to the farmer and, at the same 
time to carry a complete stock with a 
minimum investment.” 
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Departing this year from the former 
custom of hoiding an annual picnic for 
stockholders and patrons, the company 
invited its customers to visit the ex- 
perimental farm, which is the project of 
the firm manufacturing the full line of 
dairy, hog, and poultry feeds handled by 
Mr. Parker’s company. About 100 far- 
mers from the Fennimore trade area ac- 
cepted the invitation. 


The idea was a complete success. 
Every farmer went away with new feed- 
ing ideas derived from the experiments 
which were explained in detail by feed- 
ing experts at the farm. The farm trip, 
it is expected, will entirely supplant the 
unwieldy picnic, which had begun to 
outgrow its bounds and lose its adver- 
tising value when discontinued a few 
years ago. 

As with many other feed concerns, 
advertising has always been a bugbear 
in the life of this firm. Stunts have 
been tried—premiums, contests, and all 
the other devices known to advertising 
skill, but with mediocre and often un- 
satisfactory results. 

“After trying them all, we are going 
back to local newspaper advertising en- 
tirely,’ Mr. Parker declared. “We will 
pursue this on the cumulative plan, 


HSE 
MORE FARMERS 


Fennimore Farmers’ Warehouse Co. 


keeping a regular position each week in 
our local paper, which has a circulation 
of 5,000 and covers our entire trade 
area.” 


WISCONSIN GRAIN SHOW 

The annual Wisconsin Hay and Grain 
Show was held at Beaver Dam, Wis., 
under the supervision of instructors 
from the University of Wisconsin Col- 
lege of Agriculture on November 13-16. 
Several new varieties of grain, adaptable 
to Wisconsin soil, were exhibited and 
subjects interesting to grain growers 
were discussed. 
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The Season’s Greetings 


from 
Milwaukee 


Again, individually and 


as members of the Mil- 
waukee Chamber of 
Commerce we thank you 
for the business extended 


_ us during the past year. 
re We hope 1930 will bring 


increased prosperity to 


a you and to our industry 


as a whole. 


Merry Christmas and a Happy New Year! 


Commission Merchants Feed Merchants 
Buerger Commission Co. Badger Grains & Feed Co. 
Deutsch & Sickert Co. 
; Roy I. Campbell Franke G C 
Fraser-Smith Co., Ltd. ranke Grain Co. 
Johnstone-Templeton Co. 
La Budde Feed & Grain Co. Feed Manufacturers 
. Mohr-Holstein Com. Co. Chas. A. Krause Milling Co. 
Shippers 
Grain Futures W. M. Bell Co. 
Cargill Grain Co. 
B. J. Aston, Inc. ~ Donahue-Stratton Co. 
Beach & Pierce Froedtert Grain & Malting Co. 
E. J. Koppelkam P. C. Kamm Co. 
F. J. Phelan Co. The Riebs Co. 
MILWAUKEE CHAMBER OF COMMERCE 
ESTABLISHED IN 1858 THE MARKET OF PERSONAL SERVICE 
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Control 


Officials, 


Manufacturers 
Pledge Cooperation 
At Convention 


ILLINGNESS cooperate 

W with each other for the pro- 

duction of better feeds was 
expressed by state officials and manufac- 
turers at the 21st annual convention of 
the Association'| of American Feed Con- 
trol Officials which was held at the Ho- 
tel Raleigh, Washington, D. C., Octo- 
ber 31 and. November 1. 

Feed Trade Represented 

The American Feed Manufacturers as- 
sociation, Southern Mixed Feed Manu- 
facturers association, New York Feed 
Dealers association, National Soft 
Wheat Millers association, the South- 
western Millers league and other orga- 
nizations were represented by delegates 
at the conclave. Discussions and talks 
indicated a more harmonious relation- 
ship and mutual helpfulness between 
government and business in the feed! in- 
dustry. 

General functions of the control offi- 
cials as well as technical problems on 
grading and content of feeds were thor- 
oughly discussed. Commercial require- 
ments in feed manufacturing received 
due consideration. 

Clark Elected President 

The name of the Association of Feed 
Control Officials of the United States 
was changed to the Association of 
American Feed Control Officials at the 
convention. Canadian members will now 
be accepted. Arthur W. Clark, Geneva, 
N. Y., was elected president of the re- 
named organization; G. Freary, 
South Dakota, was chosen vice-presi- 
dent; and L. E. Bopst, College Park, 
Md., secretary and treasurer. H. R. 
Kraybill, LaFayette, Ind., was elected 
a member of the executive committee. 

Discussions of definitions of various 
feeds occupied the opening session of 
the convention on October 31. That 
practical experience was the best means 
of obtaining satisfactory standards was 
pointed out by several of the members. 
Protein was emphasized by one of the 
officials as the most important thing to 
observe in keeping up standards. Others 
advanced the opinion that definitions 
should be sufficiently elastic to absorb 
the rapidly changing conditions of the 
feed industry. 

Fraps Praises Manufacturers 

G. S. Fraps, College Station, Texas, 

president of the association, in his an- 


nual address called attention to the im- 
provement made by the organization in 
the uniformity of feed laws, acknowl- 
edged the growing importance of the 
mixed feed business and encouraged 
standardization. He also expressed ap- 
preciation for the cooperation extended 
to the organization by manufacturers 
and other groups in the industry. 

The classification of screenings was 
cited by Mr. Fraps as one of the prob- 
lems which required the future atten- 
tion of the feed control officials. He 
pointed out that under the present con- 
ditions the name of the material from 
which the screenings are obtained is 
used to designate them and that this 
method does not classify them accord- 
ing to feeding value. Standardization 
according to protein content and crude 
fibre was offered as a solution. 

Vitamins and Minerals 

Vitamins and minerals, according to 
Mr. Fraps, will receive increasing at- 
tention. He said that the use of min- 
erals in some mixed feeds was probably 
overdone and that the claims for these 
contents were often exaggerated. Mr. 
Fraps invited the assistance of asso- 
ciates in animal husbandry, animal nu- 
trition and allied lines in solving this 
difficulty. 

Misbranding of feeds was enumerated 
by Mr. Fraps as one of the problems 
demanding the close attention of con- 
trol officials. He urged the strict en- 
forcement of state laws and requested 
the cooperation of manufacturers in re- 
straining and guiding those who do not 
have the facilities and information to 
meet the regulations. 

Mr. Fraps predicted that the stan- 
dardization of feeds was an inevitable 
need. 

Predicts Standardization of Feeds 

“Standardization,” he said, “is a prob- 
lem which faces the feed manufacturer, 
and he will need the help of the feed 
control officials and nutrition experts. 
How it can be done is not exactly clear, 
but it"is a need of the industry. Many 
nutrition experts at present do not re- 
commend the use of mixed feeds to the 
feeder. They feel that they do not have 
sufficient information about the feeding 
value of it and that the price is too 
high compared to unmixed ingredients. 
The proper standardization of mixed 
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Arthur W. Clark 
Mr. Clark is the new president of the Asso- 
ciation of American Feed Control Officials. 


feeds with a knowledge of the nutri- 
tive value of the various groups would 
do much in helping to convince the feed- 
ing experts of the merits of mixed feeds 
and help them in advising the use of it.” 

“It is our duty,’ Mr. Fraps said in 
conclusion, “to be fair to both manufac- 
turer and consumer and to perform this 
duty we: must have complete knowledge 
of the situation and of the manufactur- 
er’s, dealer’s and consumer’s viewpoint. 
The cooperation we have received has 
helped greatly to obtain successful re- 
sults and will continue to be beneficial 
in the future.” 

McMillen Offers Cooperation 

D. W. McMillen, Fort Wayne, Ind., 
president of the American Mixed Feed 
Manufacturers association, extended the 
services of the members of the organi- 
zation to the control officials, and as- 
sured them that the manufacturers were 
wiling to cooperate in every way. 

Grading of alfalfa meal was discussed 
by W. H. Hosterman, assistant market- 
ing specialist, Bureau of Agricultural 
Economics. F. O. Wilson, president, 
New York Feed Dealers association and 
W. Fitts, Tennessee commissioner of 
agriculture, gave impromptu talks on 
feed business problems. Parker C. 
Ewan, Arkansas commissioner of con- 
servation and inspection; J. C. Holton, 
Mississippi commissioner of agriculture 
and commerce and L. B. Broughton, 
Maryland state chemist, contributed in- 
formation on feed conditions in their 
respective localities. 

Manufacturers Hosts at Theater 

The American Feed Manufacturers as- 
sociation entertained convention at- 
tendants at a theater party im the even- 
ing. The meeting on the following morn- 
ing was devoted to discussion of techni- 
cal feed problems and was limited to 
members of the feed control association. 


Resolutions introduced specified that 
(Continued on Page Forty-five) 
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Pep up your Business 
Selling Quisenberry Feeds 


Feed and No Filler” 


Quisenberry Quality 

Feeds has been a regular tonic 
for my business,” one dealer said 
recently. ‘My volume is bigger, 
my profits greater and my cus- 
tomers are more than pleased with 
the results they are getting from 
Quisenberry feed.” 


This dealer has expressed the ex- 
periences of many of his fellow 
feed merchants. He said some- 
thing, especially with respect to 
the results his customers are get- 
ting. 


Quisenberry Quality Feeds — all 
feed and no filler—are bound to 
get results. Only the finest in- 
gredients of proved worth are used 
in their manufacture. The formu- 
las are scientifically correct—and 
proved for production at low cost 
by practical tests. 


You, too, can pep up your business selling 
Quisenberry 


Quality Feeds. MERRY 
Wire or write— CHRISTMAS 


we'll be glad to 
prove how the 
Quisenberry line 
can increase your 
profits. 


All members of the 
Quisenberry organi- 
zation join in this 
greeting. It is our 
sincere wish that 
you may enjoy, in 
1930, a prosperous 


HAPPY 
COMPANY 
Buffalo, N. Y. NEW YEAR 


Kansas City, Mo. 


QUISENBERRY 
QUALITY FEEDS 


Year Out and Year In 


It’s the kind of 


protein that counts: 


Unlike plants, 
animals cannot 
make protein. To 
exist they must eat 
protein which or- 
iginates in plants. 


EDAR Rapips, 

Experiments ANALYSS 
prove the corn 
plant produces 
most suitable pro- 


tein. 


REDIENT :'CORN GLUTEN, 
jake 


This Feed also available 
with cane molasses added 


How does it happen that the Missouri 
Experiment station finds corn to be the 
best grain for mules? Why does the Wis- 
consin Agricultural College endorse corn 
as the best for dairy cows and chickens? 
What is the reason the Illinois station 
finds corn produces more gains in hogs 
and beef cattle? It’s because corn con- 
tains the right substance—the protein— 
in the right form. Hence a most valuable 
ingredient is corn and these protein con- 
centrates made from it. This very desir- 
able type of protein is concentrated from 
914% to 10% in natural corn to 234 in 
Douglas Corn Gluten Feed and 40% in 
Douglas Corn Gluten Meal. 


There is great satis- 
faction in selling your 
feeders a high pro- 
tein concentrate 
which you know is 
effective and safe. 


410 
FORDE 


We wish you a joy- 
ous Christmas and a 
happy and prosper- 
ous New Year. 


Penick & Ford Sales Company, Inc. 


CEDAR RAPIDS, IOWA 
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Ricket Preventives 
Now Tested 
By Feed Inspection 
Authorities 


EALERS and feeders are now to 
D be protected against misrepre- 

sentation of cod liver oil and 
cther vitamin D carriers. The method 
and results of testing cod liver oil and 
allied materials were described by W. 
B. Griem, chief chemist of the feed con- 
trol laboratories, Wisconsin department 
of agriculture and markets, at a meet- 
ing of feed dealers held at Fond du 
Lac, Tuesday evening, December 3. 

Feeding Tests Necessary 

Mr. Griem estimated the biological 
analyses now completed cover the 
brands that do approximately 90 per 
cent of the business in the state. It 
was explained that it is not possible to 
test any material chemically and find 
out whether it will prevent rickets. The 
only known method which can be re- 
lied upon is to feed chicks during a 
period of several weeks and take tests 
by weighing the bone ash (calcium 
phosphate) and also by observing the 
degree of mineral. deposit by splitting 
the bones. 

Tests have been made by the feed in- 
spection department with varying per- 
centages of the different vitamin D 
carriers in the ration. It was pointed 
out that these percentages pertained to 
all-mash feeds and that if scratch feeds 
were used, the amount of cod liver oil 
or other material used would have to 
be increased unless the same percent- 


ages were added to the scratch feeds’ 


also. 

In making these tests three day old 
chicks were fed in absolute iconfinement 
away from daylight altogether. The 
confinement was necessary because sun- 
shine supplies vitamin D and if daylight 
is not shut out, the sun would affect the 
results of the tests. 

Compare Bone Ash Content 


Six chicks were used in each pen and 
the examination of the bones was made 
on both upper leg bones of all the 
chicks. A few deaths occurred but they 
were not considered in the final results 
as judgment was entirely on an average 
basis. 

The same standard ration was used in 
all tests and the different ricket pre- 
ventives added to the ration. Com- 
parisons were made by weighing the ash 
from the bones of the chicks from the 


different pens. The chicks in the pens 
which received no cod liver oil or other 
ricket preventive were very , rickety, 
and their bones showed only about 33 
per cent bone ash (calcium phosphate). 

Mr. Griem stated that he considered 
from his observations thus far that 
when the bone ash content was less 
than 40 per cent the bones should be 
considered “rachitic’, ‘or that the birds 
are suffering from rickets. It was 
also noticed that when the chicks had 


These pictures show split upper leg bones 
from chicks six weeks old. he ‘‘rickety”’ 
bone — contains about 33 per cent bone 
ash and the healthy bone (left) contains 
about 45 per cent. 


rickets the bones are soft and easily 
bent, but when they are well protected 
they are hard and more brittle. When 
the rickety bones are split a large 
amount of soft grissely material is re- 
vealed but in the protected bones the 
amount of grissel is small and the line 
of soft substance at the growing end of 
the bone is narrow and not so jelly- 
like. 

The following report has been pre- 
pared by Mr. Griem’s department and 
gives a full explanation of the results 
and the methods employed: 

“A comparison of the bone ash con- 
tent of the dried alcohol extracted tibia, 
or upper leg bone, of control groups re- 
ceiving a basal ration, and three groups 
receiving the basal ration supplemented 
with different levels of the product un- 
der test. 

“The rations are fed to groups of 
three-day old white leghorn chicks for 
a period of six weeks; chicks are then 
killed, and both tibia removed. A sil- 
ver nitrate or line test is made on a 
section of the other tibia of each chick 
as a supplemental test. 

“Basal ration—97 per cent ground 


THE FEED BAG—DECEMBER, 1929 


Walter B. Griem 


yellow corn, 2 per cent calcium carbon- 
ate, 1 per cent salt, skimmed milk ad 
libitum, but no water. 

“The 10 materials reported were run 
in two groups of five each, which ac- 
counts for the difference in the average 
ash of the control groups. 

Different Percentages Tested 

“Materials assayed, and levels at 
which fed as supplemental to basal ra- 
tion. (Same numbers used in results 
shown below). 

“1. Coliverol—Y%, 1 and 3 per cent 
levels, Silmo Chemical Co., Vineland, 

“2. Nopco Cod Liver Oil—¥, 1, and 
3 per cent levels, National Oil Products 
Co., Harrison, N. J. 

“3. Yahr-Lange Cod Liver Oil—%%/, 
1, and 3 per cent levels, Yahr-Lange 
Co., Milwaukee, Wis. 

“4. Marden’s Oil—%, 1, and 3 per 
cent levels, Marden-Wild Corporation, 
Chicago, Ill. 

“5. Yocum Faust Oil—Y, 1, and 3 
per cent levels, Yocum Faust Co., Lon- 
don, Canada. 

“6. Pratt’s Cod Liver Oil—¥, 1, and 
3 per cent levels, Pratt Food Co., Phila- 
delphia, Pa. 

“7. Squibb’s Cod Liver Oil—¥Y, 1, 
and 3 per cent levels, E. R. Squibb & 
Sons, New York City. 

“8. Nopco X Cod Liver Oil—%, '%, 
and 1 per cent levels, National Oil 
Products Co., Harrison, N. J. 

“9. Manamar—4, 8, and 12 per cent 
levels, Philip R. Park, Inc., San Pedro, 
Calif. 

“10. Munn’s Cod Liver Meal—l, 2, 
and 4 per cent levels, W. A. Munn, St. 
Johns, Newfoundland.” 

The percentages of ash found in the 
bones after six weeks feeding are as 
follows: 

Basal ration with no cod liver oil or 

(Continued on Page Forty-one) 
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Sell 


seed 


W heat, 


our service for your requirements 
of Red Durum Wheat, 


Milled to please your feeders. 


screenings. 


value, makes the dealer a good pro- 
fit and satisfies the feeder. 


@ Use 


Milling 


Corn, Oats, Buckwheat 


and Barley. 


Ground Barley 


A Great Feed— best quality 


Priced for quick sales 


ARDANCO 


15% protein ground flax screenings 


i sae is made from pure ground flax 


It is nutritious and bulky. 


It can be fed straight with excellent results or 
mixed with higher protein feeds when a poor 
quality of roughage is being fed. 4 Ardanco is a 
feed which combines all the desirable qualities of a 


dairy feed. It’s lowin price, high in nutritional 


{OO LBS. NET 


GROUND 


PROTEIN FEED 


A PRODUCT FROM FLAX 
1S% 


ANALYSIS 
CRI 
CRUDE 


CRUDE 
NOT OVI 
CARBOHY, 


_ ARCHER - DANIELS: - 


MIDLAND CO. 
“SS MINNEAPOLIS, MINN, - MILWAUKEE, WIS. 
_ CHICAGO, ILL. - TOLEDO, OHIO. 


Archer-Daniels-Midland Co. 


MINNEAPOLIS, MINNESOTA 
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East Central Africa Has Opportunity 
For Adventurous Dealers 


General Stores Owned by Indians Now Supply Vast Farms With Feeds 
Milwaukee, Wis., Manufacturer’s Son Tells of Experiences in Country 


tT feed business, although it is 
only in the initial stages, has 
extended into East Central Af- 
rica, where one farm consists of 20,000 
acres or more and wild animals crouch 
tens’ely on overhanging 
limbs awaiting to spring 
upon prey. 

Osborne Goodrich, son of 
William O. Goodrich, pio- 
“neer Milwaukee, Wis., lin- 
seed meal producers, recent- 
ly visited friends here, and 
‘told of his experiences in 
conducting a large ranch 
which he has_ established 
near Nanyuki, Kenya Col- 
ony, Africa. Mr. Good- # 
rich’s farm comprises 20,000 ~ 
acres and is located in the 
equatorial belt where the 
sun rises and sets at the 
same time throughout the 
year and the mean temper- 
ature hardly varies. More 
than 1,800 head of cattle, 
200 of them milk producers, 
are kept on the ranch. 


Feed Dealers Unknown 


Although the country is 
of recent development in ag- 
riculture, Mr. Goodrich re- 
ports that the trend is 
toward scientific feeding 
methods. 

Feed dealers are unknown 
in Nanyuki. Bran, peanut 
oil, monkey nut and simp- 
son cake, however, are sold by mer- 
chants from India who have established 
themselves in the country. Many of 
the dairymen in the district purchase 
these products. Bran costs eight shil- 
lings a bag or approximately $2.00 a 
hundred. Mr. Goodrich is of the opinion 
that in the future there will be oppor- 
tunities for the establishment of feed 
stores. 


200 Cows Milked 

Farming in the vicinity of Nanyuki is 
far different from the American method. 
One man owns thousands of acres, and 
homes are few and far between. Cattle 
graze throughout the year and pastures 
are good unless a drought hits the coun- 
try. Then there is a rush for water 
sources. 


On the ranch owned by Mr. Good- 


who desire to take advantage of its opportunities. 
left is a wild lioness crouching for prey; at the upper right is a flock 
The lower picture is one of the general stores 
which sell feeds to ranch owners in the country. Photos furnished 
by courtesy of the Milwaukee Public Museum. 


of mountain goats. 


rich dairy Shorthorn bulls have been 
crossed with the native cow. The im- 
ported breeding provides for production 
and the home characteristics give the 
offspring adaptation to the climate. Two 


East Central Africa can supply plenty of adventure for feed dealers 


hundred cows on the Goodrich ranch 
are at present producing milk. They 
are milked once a day. Separators hum 
as the cream is extracted into small con- 
tainers which are put in a nearby river 
to cool. Next morning natives load 
the cans on donkeys and drive them 
to a cooperative creamery 10 miles dis- 
tant. Mr. Goodrich receives 30 cents a 
pound for butterfat, and butter sells at 
retail for 50 to 75 cents. 


“Hired men” of the farm are African 
negroes. Old tribal customs still pre- 
vail among the natives. They buy wives 
and live in rude huts made of twigs 
and mud. 


Natives Live on ‘Posho’ 


Farmers may obtain their services for 
$3.00 a month and in addition must con- 
tract to furnish their sustenance, which 
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is a variety of cornmeal called “Posho”’ 
in the native tongue. The average por- 
tion of Posho is two pounds a day for 
each native. This is practically all many 
of the savages will eat. 

The natives are good farm 
hands, according to Mr. 
Goodrich. They milk the 
cows and perform all of the 
menial tasks about the 
ranch.’ Mr. Goodrich treats 
them to the skimmilk left 
after the separating is com- 
pleted. They 2re very fond 
of it. 

Wives Bought, Sold 

When one of the natives 
desires to obtain a “better 
half,’ he goes to. the home 
of another who has a daugh- 
ter for sale. Cattle and sheep 
are often bartered for a wife. 
When the purchase is com- 
pleted the native girl is the 
property of the savage and 
is sacredly regarded as his. 
The installment’ plan so 
popular in America is also 
practiced in wife buying. A 
native may purchase a 
woman for so much down 
and so much a_ month. 
Should he fail to make his 
payments, however, the fath- 
er takes back the girl and 
sells her to a more respon- 
sible buyer. 

Wild animals prey. upon 
the cattle and sheep kept by 
land owners in the country. Occasion- 
ally they devour the inhabitants, but 
this danger is growing less serious. 
Lions rarely attack a human being, un- 
less pressed by him, according to Mr. 
Goodrich. Leopards are vicious, how- 
ever, and raise havoc among the sheep 
and cattle. 

Highways Are Undeveloped 

With the exception of two or three 
main arteries, highways in the country 
are undeveloped. During dry weather 
an automobile is a luxury, but during 
the spasmodic rains it is a burden. The 
ground becomes so muddy that prog- 
ress is often impossible until the sun 
appears again. 

“When it rains, it pours,” said Mr. 
Goodrich. 

The territory in which Mr. Goodrich 

(Continued on Page Forty-eight) 
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ESTABLISHED SINCE 1853 


Ay | And today it is a com- 
mon sight to see pro- 
gressive dealers trucks 
loaded with FLORY’S 
Quality Poultry and 

Dairy Feeds. 


Demand 


Ask any dealer who has handled AE 
FLORY’S feeds for years. He'll tell FLORY STEEDS 


you how and why FLORY’S feeds This 
build business profitably for him. Label 


FLORY MILLING CO., INc. 


BANGOR, PENN. 


They are finding out 
why farmer Jones always had 


MARKET TOPPERS 


When farmer Jones consistently tops the market with his beef 
cattle and always pockets a lot of extra cash—his neighbors soon 
know why. When they find out that CoTTONSEED MEAL as a 
source of protein in the livestock ration is the “hole card” of 
farmer Jones—they are not slow to “give her a trial.” Now there 
are thousands of farmer Jones with thousands of neighbors who 
Hundreds of thousands of pieces of are getting wise. The result—a mixed feed using Cottonseed 
literature on FEEDING COTTONSEED 

A\ MEAL for Greater Profit are being Meal as a source of protein—is source of greater profit to the 
mixed Feed Dealer. All because demand—or minimum sales 
increasing thousands are finding resistance means furnover in the mixed feed business. Why not 
out that Cottonseed Meal in the : : Dealer? 

ration means greater gains, in profit by this opportunity, Mr. Dealer? 

quicker time, at less cost. 


For information---address Dept. T-FB-C 


Educational 


National Cottonseed 


915 Santa Fe Building 
Dallas, Texas 


Columbia Nat'l Bank Bldg. 
Columbia, S. C. 
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Dealers Devise Own Follow-Up File 


Explain How It’s Made 


Open Index System Helps Quance Brothers of Canada Obtain Sales 
Enables Them to Keep Check on All Purchasers for Repeat Orders 


SIMPLE, effective and inexpen- 
A sive follow-up file has been de- 

vised by Quance Bros., Limited, 
Delhi, Ontario, Canada. Dealers may 
adopt the idea and employ it profitably 
in their business, particularly in getting 
repeat orders from customers they have 
once sold. The plan is explained by 
Quance brothers for the benefit of their 
fellow dealers: 

Follow-up System Needed 


Long ago we felt the need of an ef- 
ficient follow-up system if we were to 
make the most of the opportunity which 
each customer offered for sales. Several 
methods were tried out, and while they 
gave sufficient information with regard 
to customers’ purchases, still, they were 
all in time abandoned for the same rea- 
son. That was that they required too 
much time to conduct. And unless they 
were kept up-to-date they failed dis- 
mally in their aim. 

Cards were kept under a card index, 
duplicate book slips were filed and again 
a book was arranged alphabetically with 
a sheet for each customer. None was 
satisfactory for the reason which we 
have stated, although we think the book 
of sheets served us best. Postings were 
made to it from the counter check book 
duplicates each day, the information be- 
ing filled in as to date, different columns 
provided to carry the weight of the sev- 
eral items on the bill, and another col- 
umn for the total. A remarks column 
at the extreme right hand side of the 
sheet served to keep a record of any 
advertising literature or form letters 
which might be sent out from time to 
time. 

Early Reference Valuable 


In casting about for the reason why 
these systems took so much time to con- 
duct, it was readily apparent that it was 
in the finding of the individual card or 
sheet, no matter how well arranged, and 
not in making the actual entry. There 
seemed one solution to our problem and 
that was to install one of the more or 
less new visible index systems. We in- 
vestigated the possibilities of several of 
these and admired their handiness and 
the speed with which cards could be 
found and posted. But when it came to 
ask their cost we stopped, for we dis- 
covered that even for one to handle our 
comparatively small number of names, 
the price would be better than $60.00. 

Of course, the salesman had no dif- 


roun.w. Ro. 
40 


100 


wWRrown RF D3 Wichita 
QBacr. Winona 

G Black List 


P. Bacon. 


This effective follow-up file can be made from a few inexpensive materials. 


ficulty in making the proposition seem 
attractive by dividing the amount over 
the number of years for which the sys- 
tem would serve us, still, that first cost 
stopped us. 

And then we decided we would make 
our own loose leaf book serve us better 
by revamping it according to the visible 
index system. The sketch shows better 
than mere words how we did ‘it. 

How to Prepare Records 

Five sheets were left as they were, 
the next five cut off at the first line 
from the bottom, the next five on the 
second line and so on until the sixth 
line was reached. These sheets were 
then sorted out in sets so that the sizes 
were in order, with the shortest on tep. 
Five sheets at a time were chosen for 
cutting, of course, on account of our 
scissors only being able to handle that 
many at once, but if one could use a 
regular printer's cutter any” number 
could be cut. Sets were then placed 
under the different letters of the index, 
the number being governed by the num- 
ber of customers of that particular let- 
ter. 

The sheets were headed up for the 
different accounts and _ corresponding 
names and addresses also carried on the 
bottoms of the sheets in such a way 
that the next one on top would not hide 
it. Now we find a simple matter to lo- 
cate an account for we have six names 
in front of us at each turning instead of 
one as before, therefore, in a way, only 
one-sixth as many places to look. And 
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it only takes a moment to glance over 
the six names which are grouped before 
us. 

We find it an easy matter to keep the 
system up-to-date and shall certainly 
use it until we feel we can afford one 
of the modern installations, if not longer. 

Using, as it has, our old binder and 
old printed forms, it has saved us a tidy 
amount of money as well as time spent 
in doing the work. 


W. SCOTT WOODWORTH 

W. Scott Woodworth, Minneapolis, 
vice-president of E. S. Woodworth & 
Co., died suddenly November 2. He 
was born in Darlington, Wis., in 1870, 
and moved to Minneapolis in 1886. He 
entered the grain business in 1890 and 
was very well-known to the grain and 
feed trade throughout the country at the 
time of his death. During the war he 
was active in ‘social work among the 
soldiers and sailors. He is survived by 
his four brothers, E. S. Woodworth, B. 
H. Woodworth and R. P. Woodworth, 
who are in the grain and feed business 
in Minneapolis, and J. G. Woodworth, 
an official of the Northern Pacific rail- 
road, and a sister, Mrs. L. B. Sanford, 
Minneapolis. 


CONKEY’S FEED MILLS, Dallas, 
Texas, is a new branch plant which has 
just been opened by the G. E. Conkey 
Co., Cleveland, Ohio. The firm also has 
a branch at Nebraska City, Neb. 


Page Thirty-five 


by 

| 

| 


Get More Feed Business 
With This Trade Drawing 
Profit Making Monarch 


Mixer! 


You can Mix and Sell more feed, make more money 
and save the farmers considerable on their feed bills 
by installing a Monarch Vertical Mixer with Molasses 
Attachment. 


MOLASSES 
METER 


When they bring their grain to grind, you can 
furnish concentrates and molasses and mix them a 
complete ration that makes money for them. You sell 
grinding and mixing service as well as the concen- 
trates and thus make three profits instead of one. 
Monarch Mixers are solving the problem of increas- 
ing revenue, and meeting competition for hundreds 
of community mills. Would you like to have details? 
Ask for Catalog F. No obligation. 

PRESSURE 
RELIEF 


| Sprout, Wald & C 
PENDING ‘] es BOX 318 MUNCY, PA. 
; i America’s Foremost Feed Mill Builders 
MOLASSES Chicago Office 950 Clinton St. 
A : Kansas City Office 612 New England Bldg. J 


The N O P O Guarantee 


Gu OF VITAMIN POTENCY 


Makes Good Feed Sell Faster 


entirely free from sunlight and that said chicks at the end of each test showed absolutely no 


evidence of rickets or Vitamin D deficiency. ‘ ed Just a little slip of black boarded paper, yet a powerful sales help. 

a ae The NOPCO Guarantee, now used by over three hundred feed 

foncanttyetyPonntecehdiey fe manufacturers, is known from Coast to Coast. It immediately 

right to use this Guarantee is given to authoriz eed manufac- 
5 turers using NOPCO Cod Liver Oil products in their mixes. 


Back of the NOPCO Guarantee is an exclusive process developed 
oy at Columbia University for producing Cod Liver Oil of concen- 
trated, standardized vitamin potency. Back of the NOPCO Guar- 
antee also is a series of laboratory tests culminating in a practical 
. IE SE NER EERE feeding test in which chicks are raised to the age of eight weeks in 
a windowless room on rations containing specified percentages of 
Nopco Fortified, Nopco X or Nopco XX Cod Liver Oil. 

Exclusive right to use this process for the United States, Canada and Newfoundland has been granted us by University Patents, 
Inc., a subsidiary of Columbia University controlled by Directors affiliated with the University. The process of manufacture 
and the tests for vitamin potency are all subject to approval of the University authorities. 


National Advertising in Poultry Papers 


is educating poultrykeepers to insist on brands of feed supplied with the antirachitic factor, Vitamin D. You can profit from 


this advertising by arranging to have the NOPCO Guarantee on every bag. NOPCO cost will be much less than the cost of 
any other certified cod liver oil. 


Nopco Cod Liver Oil is available to feed manufacturers in three degrees of potency: 
NOPCO FORTIFIED to be used at the rate of 10 pints per ton of feed. 


NOPCO-X to be used at the cate of 5 pints per ton of feed. 


NOPCO-XX to be used at the rate of 214 pints per ton of feed. 


Write for prices and our service to feed manufacturers 


NATIONAL OIL PRODUCTS CO., Inc. 


Executive Office and Factory: 38 Essex St., Harrison, N. J. 
Boston, Mass. Chicago, Ill. St. Johns, Newfoundland 
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District Feed Dealers’ Organization 
Started at Fond du Lac 


Success of Local Coal Association Described by R. F. Bloedel 
W.B.Griem Delivers Helpful Address; D. R. Mihills Is Chairman 


F. BLOEDEL, president of the 
R Fond du Lac County Coal 
® Dealers association and Walter 
B. Griem, chief chemist, feed inspec- 
tion laboratories, Wisconsin department 
of agriculture and markets, Madison, 
were speakers at a local meeting of feed 
dealers held under the auspices of the 
Central Retail Feed association at the 
Hotel Retlaw, Fond du Lac, Wis., 
Tuesday evening, December 3. 


Mr. Bloedel described the organiza- 
tion problems, work and accomplish- 
ments of the Fond dui Lac County Coal 
Dealers association and stressed the 
value and necessity of organization in 
every industry. 

First Meetings in Secret 

“About 15 years ago,” he said, “when 
the first coal dealers meetings were held 
in Fond du Lac, we used to get together 
surreptitiously in the sheds and yards 
of our members. We were suspicious of 
each other and suspicious of the public. 
We believed the public would misun- 
derstand and perhaps boycott us if it 
were known that we were organizing. 
In this manner we kept meeting at in- 
tervals for several years but formed no 
real organization until the world war 
was started and it became hard to ob- 
tain coal. 

“With such an impetus, we started a 
real organization and to the surprise of 
some of our members, we found that 
organization helped us to meet our 
problems at that time. The Fond du 
Lac County Coal Dealers association 
now has regular meetings each month 
and in checking over our records re- 
cently, we discovered that 59 per cent 
of the firms have been represented at 
all of the meetings. We have 23 Fond 
du Lac firms as members and have an 
average attendance of 23 persons at each 
meeting. Most of our members belong 
to the Illinois-Wisconsin Fuel Dealers 
association which sponsors local clubs 
similar to ours in various! sections of its 
territory. 

Organization Pays Dividends 

“Any one of our members would tell 
you that he gets his money’s worth and 
more from.membership in our little as- 
sociation. There is not any group of 
people in the country who could not 
profit by getting together and talking 
over their various problems at regular 
intervals. _ During the past year we 
have discussed among other things the 


for use on their farms. 


college of agriculture. 


tion. 


Dealer Is Farmer’s Advisor 


IX hundred sixty-five farmers in 12 counties of Wisconsin were asked 
whom they depended upon for help in selecting the proper fertilizers 
Of this number, 51 per cent said they depended 
on their retail feed dealer, 22 per cent depended on their county agent, 16.9 
per cent depended on their farm paper and 10.1 per cent depended on their 


The service rendered by the retail feed dealer influenced 42.3 per cent 
of these farmers on deciding what brand of fertilizer to purchase, the reputa- 
tion of the company making the fertilizer influenced 20.6 per cent, the con- 
dition of their soil influenced 12.8 per cent, the cost per pound of plant food 
influenced 12.3 per cent, the price per ton influenced 21.5 per cent. 
farmers designated two of the above factors as influencing their decision.) 


Fifty-two per cent of the 665 farmers interviewed receive the regular 
bulletins issued by the Wisconsin college of agriculture and experiment sta- 
Eighty-five per cent of the farmers who receive the bulletins read them 
and 86 per cent of the farmers who read the bulletins admitted that they 
obtained information of value from them. 


(A few 


following subjects at our meetings: Up- 
keep and use of scales, credits, opera- 
tions in mines, obligations to the public, 
using the telephone, heat regulators, 
business law. The following accom- 
plishments may be credited to our asso- 
ciation: 

“(1) All Fond du Lac county deal- 
ers offer a regular discount of 50 cents 
per ton for full payment within five 
days. 

“(2) Each fall we have a window 
display in one of the prominent stores 
showing the various kinds and sizes of 
coal for sale in the city and illustrating 
what happens to each dollar the public 
spends for fuel. The percentage of the 
dollar used for taxes, salaries, equip- 
ment, freight, etc., is designated. 

“(3) Members of the association 
participated in a coal economizer dem- 
onstration. 

Exchange Credit Information 

“(4) Since February, 1924, all mem- 
bers of the association have been united 
in a credit information exchange. Each 
dealer sends in his list of slow, doubtful 
and deadbeat accounts from which a 
general list is filed for guidance of all 
participating firms. This list is revised 
yearly and now includes approximately 
1,600 names. 

“(5) In 1926, six member firms en- 
gaged a firm of cost accountants to an- 
alyze their businesses and prepare a de- 
tailed report showing just what it costs 
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to handle coal and be engaged in the 
fuel business in Fond du Lac county. 
Results of this analysis were made 
available to all members of the associa- 
tion so that all know their costs and 
can, therefore, correctly set their selling 
prices. 

“(6) A school of combustion was 
conducted for the dealers and their em- 
ployees so as to make all our member 
firms capable of rendering a better serv- 
ice to the public. Representatives from 
all firms can now analyze a heating sys- 
tem and remedy or suggest a remedy 
in all cases of complaints. 

Plan Heating Exhibit 

“(7) Right now we are planning on 
an anthracite heating exhibit to be con- 
ducted during one month in one of the 
downtown stores which we have rented 
for the purpose. The exhibit will be 
well advertised and will cost approxi- 
mately $800, of which $400 has already 
been collected from our members in the 
city. We expect to get some help from 
the producers as the exhibit is intended 
to cut down the losses in hard coal 
business which we are all experiencing. 
All types of heating apparatus will be 
on display and explained to the public 
during the exhibit. : 

“We are naturally sold on the value 
of our organization and if you feed 
dealers would get together the way we 
have done, you could get just as won- 


(Continued on Page Forty-one) 
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HUNK Y-DORY _ WE SELL DEALERS ONLY 


16% Molasses Queen Wheat Feed 


DAIRY RATION is a Pure 


Wheat offal 


and is man- 


Your customers will like this profit- 


making feed. Write for sample and ufactu red 
price delivered your station. We in our own 
are also manufacturers of Franklin mills. Can 
ground flax screenings, feeding oat- furnish 
meal and other fast selling quality Qu een in 
commodities which have become . 
favorites among feeders of the Cen- = WHEAT F EED ~~ oF 
tral Northwest. Wire or write for “GRUDE PROTEIN 1575 
price list including quotations on = aR ae with Che- 
millfeeds, oil meal, corn and oats. K— «ST. PAUL, MINN, rokee Pure 
& Office 315 Corn Exchange Bran and 
Cherokee 
Tue Company = Middlines 
Incorporated 
MANUFACTURERS AND DISTRIBUTORS C apit al Fl our Mill s, Inc. 


604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


“Eureka” Corn Corn Cutter 


is 
an immensely strong machine 


and of course it is 
equipped with 
Timken Tapered Roller Bearings 


“Eureka” Cornulator 


is what you'll need next spring 


for making chick grits--- 
starter and developer grains 
of very superior quality. 


Price: 
Write for Catalog No. 122 F.B. 


S. HOWES CO., INC. SILVER CREEK,N.Y. 7552 


Northwestern Representatives 
Strong-Scott Mfg. Co., 413 So. Third St., Minneapolis, Minn. including ball bearings 
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Battery Brooders 
Show Promise 


Of Adding 


Feed 


NCREASED sales of feed are re- 
] ported by many dealers as the re- 

sult of the battery brooder plan 
which farmers have adopted for raising 
poultry. 

Dealers who study the specific needs 
cf the system may find a new field for 
developing additional sales and assist- 
ing their customers to profit. It is re- 
ported that the battery brooder system 
is gaining consistently in popularity 
among pcultrymen and wiil be an im- 
portant factor in the future of the in- 
dustry. 

Longer Feeding Day 

Continued growth of the battery 
brooder plan, according to present in- 
creased demand among dealers who are 
already interested in the field, promises 
to expand the feed market considerably. 
The use of electric lights lengthens the 
feeding time of the chicken and increases 
the feed consumption per day. Special 
rations are required for success with the 
battery brooding plan. Vitamin D is 
especially essential in the feed, and in 
recommending this the dealer will find 
an outlet for his commercial products 
containing this element. 

One firm in Illinois is stimulating the 
adopting of battery brooders among the 
farmers. The entire unit with a light 
plant to supply the electric current and 
750 chicks is installed. The purchaser 
makes a small down payment and signs 
a note for the balance of the sale. In- 
stallments are paid monthly for a period 
of fifteen months. Proceeds from the 
broilers are expected to pay for the 
equipment purchased by the farmer. The 
firm which made the installation agrees 
to purchase the chickens when they 
have reached the specific weight—usu- 
ally two pounds. A year round price 
is established. 

Helps Farmers Profit 

Many Central Illinois farmers are us- 
ing the new method of raising broilers 
to pay for their light plants and to 
make more money in the poultry busi- 
ness. With the battery brooder method 
chickens can be raised in attics, base- 
ments, barns, coal bins and other pro- 
miscuous corners about the farm. Sev- 
eral feed dealers in various sections of 
the country themselves employ the bat- 
tery brooder system to fatten chickens 


Poultry 
Sales 


which they purchase from the farmers 


for the market. Special fattening ra- 
tions are concocted and the profits are 
handsome when the check arrives from 
the city commission houses. 

One farmer in Illinois took advantage 
of the installment battery brooder buy- 
ing plan. He raised 410 chickens out of 
the original 500. He sold 355 broilers 
for $356, and kept 55 for his own use. 
His feed bill was $135. His payment on 
the equipment was $137.50 and he 
bought $55.00 worth of new chicks. His 
net profit was $29.40. He had never 
been able to raise poultry successfully 
before. 

Broilers in Demand 


Demand for battery-raised broilers is 
reported to be good among High-class 
hotels and country clubs and special pri- 
ces are gladly paid by them. Farmers 
experience no difficulty in marketing 
their output. 

Another advantage claimed for the 
battery brooder system is its value in 
giving laying pullets a good start. By 
keeping the pullets confined from four 
to six weeks under conditions safeguard- 
ed from disease, and by feeding them 
the proper ration advances are made by 
the hens which will enable them to out- 
strip the range fed birds in laying eggs, 
it is claimed. 

Poultry magazines and farm papers 
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At the upper right is a modern 


electric battery brooder. A junior 

farmer demonstrates the rapid gains 

of a hen raised by the new system 

at the lower left. 
have carried articles describing the bat- 
tery brooder system, and it has been 
considered by leading poultrymen at re- 
cent conventions. 

Since the feed business is closely con- 
nected with the movement it will be a 
wise plan for dealers to investigate. Re- 
sults on farms where the plan is tried 
should be carefully watched. The dealer 
should then obtain a commercial ration 
particularly adapted to the battery 
brooder, raising requirements or make 
suggestions to the feeder which will 
bring him to his store. 

One commercial feed manufacturing 
firm has already prepared a formula to 
meet the demands of the new system, 
and reports a large volume of business. 

Study of local conditions will give the 
dealer the best information for deciding 
the most profitable‘move. It does pay, 
however, to keep in close contact with 
all modern movements in poultry and 
livestock raising. For it is the alert and 
progressive dealer who profits. most. 


BENIS BROS., Estes Brook, Minn., 
have purchased the feed mill of N. A. 
Christenson. 


McLINE FEED & SEED STORE, 
Fergus Falls, Minn., was damaged by 
fire caused by defective wiring. 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 
3.9 Fibre 


For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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SUNSHINE FEED STORES 

Names of the Amco Service Stores at 
Océnomowoc, Hartford and Janesville, 
Wis., operated by the American Milling 
Co., Peoria, Ill., have been changed to 
the Sunshine Feed Stores. Sunshine 
Feed Stores, Inc., which now operates 
the three establishments, is a subsidiary 
of the Allied Mills, Inc., 608 South 
Dearborn street, Chicago, formed by the 
recent merger of the American Milling 
Co. and the McMillen Co., Fort Wayne, 
Ind. 


INTERNATIONAL SUGAR FEED 
Co., Memphis, has filed an application 
for a charter for International Stcres 


VVVVVVVV 


Inc., capitalized at $75,000, for oper- 
ating six retail feed stores. 


GEORGE F. BROWN, Charleston, 
W. Va., well-known feed salesman, died 
of a heart attack Friday, November 29. 
Mr. Brown was an enthusiastic worker 
and a good salesman, and had a host 
of friends in the feed industry. He for- 
merly operated the Brown Milling & 
Produce Co., Charleston, W. Va., and 
since then has been associated with the 
Ladish Milling Co., Milwaukee, and 
Arcady Farms Milling Co., Chicago. 
At the time of his death he represented 
the Always-A-Head Feed Mills, Inc., 
St. Louis, Mo., in West Virginia. 


VVVVVYVY 


NTERNATIONAL 
FEEDS 


PURE INGREDIENTS 
Scientifically Balanced 
Thoroughly Mixed 
Absolutely Uniform 
“Guaranteed to produce 
better results at lower cost.”’ 


Easy to sell ... Profitable 
to handle! 


Manufactured by 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS 


MEMPHIS 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 


MAAAAAAA 
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Griem and Bloedel Address 
Fond du Lac Dealers 


(Continued from Page Thirty-seven) 


derful results and become equally well 
satisfied. You can get just as much out 
of your organization as you are willing 
to put in it. You have a general or- 
ganization in the Central Retail Feed 
association. It is up to you to support 
your general association and to help it 
in forming local associations.” 

D. R. Mihills, National Food Co., 
Fond du Lac, chairman of the meeting, 
thanked Mr. Bloedel for his inspiring 
address. “One of the reasons why the 
coal dealers are able to accomplish such 
wonderful results,” he said, “is that they 
all have confidence in each other. I 
hope that we feed dealers will get on 
_this same basis, fer once we do, our 
success will be assured.” 

Feed Inspector Speaks 

“The first Wisconsin feed inspecticn 
law was passed in 1902,’ Mr. Griem 
said, in starting his address, “and its 
carly administration was under the aus- 
pices of the Wisconsin College of Agri- 
culture. In 1914, the administration of 
the law was turned over to the depart- 
ment of agriculture, which recently was 
merged in the department of agricul- 
ture and markets. 

“The law requires that all manufac- 
* turers selling feed in Wisconsin register 
each feed at stipulated fees and label 
each feed with the percentage of pro- 
tein, fat and fiber contained therein. All 
fees collected in this way are used in 
carrying on the feed inspection work. 
The present income is about $15,000 per 
year, three-fourths of which is paid by 
the larger manufacturers. ‘We have a 
man on the road collecting feed sam- 
ples at all times and these samples are 
sent in to the laboratory at Madison 
for analysis. Reports of the analysis 
are made to the manufacturers and deal- 
ers and are published in an annual bul- 
letin. 

Aims of Inspection Work 


“The state has three major aims in 
carrying on feed inspection work. The 
first is to guarantee the farmer that the 
feed he buys will be up to analysis. We 
cannot guarantee the quality of any 
feed or of its ingredients but we can 
guarantee the feed analysis. The sec- 
ond aim is to extend protection, by 
means of this same guarantee of analy- 
sis, to the manufacturer who is_ hon- 
estly labeling and selling his product. 
Inspection prevents dishonest manufac- 
turers from false labeling. The third 
aim is to extend this same protection 
against unfair competition to the retail 
feed dealer. Practically all the feed 
manufacturers doing business in the 


state at the present time are living up 
to their labels while gross adulteration 
was practiced as late as 15 years ago. 

“All the actual céntact work of our 


‘department is with the retail feed dealer 


and we realize his importance in serv- 
ing the farmer. It was interesting for 
me to read, therefore, in the report of 
a recent survey of 48,000 farmers in the 
United States, data which proves that 
our idea of the importance of the retail 
feed dealer is justified. 
Importance of Dealers 

“This survey included a report of 
calls on 665 farmers in 12 counties of 
Wisconsin and the answers to the ques- 
tions asked these farmers should be ex- 
tremely gratifying to vou dealers.” 
(Summary of several answers is given 
in box on this page.) 

Mr. Griem concluded his address by 
describing some new work his labora- 
tory has started in testing cod liver oil 
for vitamin D potency. This interest- 
ing development in feed testing, with 
some of the results which have been 
obtained, is described in another article 
in this issue of The Feed Bag. 

The balance of the evening’s program 
wag given over to short addresses by L. 
J. Hartzheim, Beaver Dam, Wis., pres- 
ident of the Central Retail Feed asso- 
ciation; David K. Steenbergh, Milwau- 
kee, secretary, and Colby A. Porter, 
Fox Lake, Wis., treasurer. Before ad- 


journment, it was tentatively decided to 
hold another feed dealers’ meeting at 
Fond du Lac, with R. H. Cameron as 
chairman, on Tuesday evening, January 


14. 


BUSH FEED STORE, Washington, 
Ta., has opened a branch store in Ains- 
worth, Ia., which will be known as the 
Ainsworth Feed store. Sam T. Don- 
ahey has been appointed manager. 


J. W. NELSON, Faribault, Minn., 
has purchased the Winnebago Feed & 
Flour mill, Winnebago, Minn., from W. 
J. Fruchte, who has been operating it 
since 1915. 


C. B. KNAPPEN CO., Richland, 
Mich., has purchased the Augusta Mill- 
ing Co., Augusta, Mich. 


Purina Mills Vice-President 


Retires at 45 


E. T. Hall, vice-president of the Ral- 
ston-Purina Co., St. Louis, Mo., has re- 
tired from the organization after 20 
years of service. Mr. Hall was also 
advertising manager of the firm. 

His early retirement is the carrying 
cut of a plan which he made 25 years 
ago to disengage himself from business 
at 55. The years have been so good to 
him, he explains, that he was able to 
realize his ambition 10 years earlier 
than he had anticipated. 

W. H. Danforth, president of the Ral- 
ston-Purina Co., paid tribute to Mr. 
Hall for his contribution to the success 
of the firm and its rapid growth. 


Ricket Preventives Now Tested 
By Feed Inspectors 


(Continued from Page Thirty-one) 
other ricket preventive showed 33% 
bone ash. 

Basal ration with "4% of No. I, 32.8% 
bone ash; with 1%, 35.2%, with 3%, 
35.7%. 


Basal ration with 4% of No. 2, 
45.2% bone ash; with 1%, 46.2%; with 
3%, 46.0%. 

Basal ration with "AZM of No. 3, 


47.2% bone ash; with 
3%, 45.9%. 

Basal ration with 
45.2% bone ash; with 
3%, 45.9%. 

Basal ration with 
47.0% bone ash; with 
3%, 45.2%. 

Basal ration with 
44.3% bone ash; with 
3%, 43.8%. 

Basal ration with %% of No. 7, 
44.3% bone ash; with 1%, 43.0%; with 
3%, 44.3%. 


1%, 46.9%; with 


of No. 4, 
1%, 47.2%; with 


of No. 5, 
1%, 45.7%; with 


Y% of No. 6, 
1%, 44.2%; with 
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Basal ration with 1%4% of No. 8, 
43.1% bone ash; with "4'%, 43.3%; with 
1%; 44.9%. 

Basal ration with 4% of No. 9, 
37.2% bone ash; with 8%, 39.3%; with 
12%, 43.6%. 


Basal ration with 1% of No. 10, 
39.3% bone ash; with 2%, 41.3%; with 


4%, 42.2%. 

The work which has been pioneered 
by Mr. Griem will serve not only the 
state of Wisconsin and the dealers and 
feeders therein, but all those interested 
in the feed industry wherever the 
products tested are sold. The manu- 
facturers of the products tested will al- 
so welcome this service as it weeds out 
those which are not up to the standard. 
The forward facing manufacturer ap- 
preciates the fact that the whole indus- 
try suffers from misrepresentation and 
unsatisfactory results obtained from 
competitor’s products. 
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OUR MODERN PLANT 


Built to Serve You 


The Doughboy mill and 
Doughboy products are 
both built to serve you. 
Our complete mixed car 
service with proved 
brands of flour and 
feeds is at your imme- 
diate command. 


Your business often suffers if you can- 
not get quick shipment. Our large mill 
and 5,000 ton warehouse enables us to 
serve you just as well when you are in 
a rush as when things are moving more 
slowly. Doughboy feeds are carefully 
prepared and balanced to fulfill the re- 
quirements of the most efficient feeder. 
Doughboy Flour has a well earned repu- 
tation for quality and repeat business. 
Phone or wire when you are next in the 
market. 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 


A Merry Christmas 


—and a Prosperous New Year 


We pledge you our day to 
day co-operation in making 
these good wishes a reality. 
Sincere good wishes we be- 
lieve find their fullest expres- 
sion in this day to day co- 
operation in business. 


AMES-BURNS CO. 


G. W. HOSIE E. C. KESSLER 
President Vice Pres. - Treasurer 


JAMESTOWN, N. Y. 


J. D. DITZLER 
Secretary 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


SPENCE 


The Original | 
Flax Screenings Feed 


Have you seen a sample lately? 


Our new improved process 
makes a big difference in 
quality. 


Ground Barley 


Our product is guaranteed free from scabby 
barley. 


STUHR -SEIDL COMPANY 


MANUFACTURERS 


Chamber of Commerce MINNEAPOLIS 
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Capable Managers, Neat Stores 
Make Local Chain Thrive 


(Continued from Page Nineteen) 


behalf of the chain. 

What is the biggest problem of all in 
chain operation in the feed store field? 
Hardeman-King answers the question 
without hesitation. The greatest prob- 
lem is the greatest problem of other 
retail trades. It is the problem of store 
managers. 

The Problem of Managers 


There are many things in chain store 
operation which can be reduced to for- 
mula. Location can be determined by 
scientific study of street traffic and ter- 
ritory. Accounting systems which have 
exceptional efficiency can be introduced. 
System, system, system, can be resorted 
to in the drive for profit. 

The variable in the situation is the 
manager. He is a human factor. A 
poor manager can nullify many of the 
favorable features of a store, while a 
good manager will multiply the profits 
made. 

“What do you do about managers?” 
the correspondent asked this Oklahoma 
City company. Promptly came the an- 
swer, “We grow them.” 

Mr. Eldredge remarked, “There seems 
no other feasible way of securing man- 
agers but by developing them in our 
own organization. Of course there are 
men who could manage a feed store 
well, but such men have their perma- 
nent location and are usually thoroughly 
appreciated. They are not hunting for 
jobs. 

. “Our policy has been to develop men 
already in our organization into man- 
agers.” 

General Supervision of Stores 

Chain store operation throws into re- 
lief, also, the problem of supervision. 
The ordinary feed store lends itself to 
ready supervision of the organization. 
The management can see how employ- 
ees are handling situations, can correct, 
instruct. A different condition entirely 
exists when managers of stores are at 
scattered points in the city. 

So it happens that special routine is 
set: up to take care of the problem. 
Every two weeks a meeting of the sales 
organization is held at the head office. 
There is free and open. discussion of 
selling problems and methods. Sugges- 
tive selling is discussed in concrete 
form. There is constant attention to 
the company’s determination to have 
neat and attractive stores. 

These meetings have been found very 
helpful. They tie in with sales contests 
which are regularly held. As chain sys- 
tems in the more customary fields of the 


system have found contests stimulating 
2nd helpful, so Hardeman-King has also. 


Handle Quality Merchandise 

This company is a believer in quality 
goods. and attributes success with the 
chain plan in one particular to this fact. 
It is only as repeat business can be ob- 
tained from the public that a chain store 
will continue to be practical, and Har- 
deman-King has supplied the public with 
the feed stuffs which bring them back 
for more. 

The company has one price, cash or 
credit. 

The company officials, in conclusion, 
expressed themselves as thoroughly well 
satisfied with results of the chain to 
date. Turned to as a device to secure 
local distribution, it was immediately 
successful, and as additional stores have 
been added, profitable operation has 
followed. Company officials do not 
think of chain store operation as a 
“cinch” enterprise; it brings its prob- 
lems, plenty of them. The fact that it is 
economically sound, however, seems con- 
firmed by this Oklahoma City concern’s 
successful experience. 


WALTER G. HAERTEL, president 
of the Haertel Co., Minneapolis, opera- 
tors of a large chain of retail feed stores 
in Wisconsin and Minnesota, has re- 
cently opened new stores at St. Croix 
Falls, Wis.; Elmwood, Wis.; Wilmer, 
Minn.; Fountain City, Wis. The Haer- 
tel Co. bought out Albert Nelson at St. 
Croix Falls, Clarence Vandelist at Elm- 
wood, Alert Mills at Fountain City and 
the Wilmer Flour & Feed Co. at Wil- 
mer. Mr. George J. Hansen is man- 
ager at Wilmer, with Mr. Vandelist and 
Mr. Nelson managers at Elmwood and 
St. Croix Falls, respectively. 


Edinboro, Pa., Cooperative 
Issues House Organ 


The Edinboro Cooperative association, 
Edinboro, Pa., buiids business by issu- 
ing an attractive house organ entitled 
“Cooperative News’. It is published 
monthly, and contains practical feeding 
information, interesting and helpful gen- 
eral farming hints and short, snappy 
paragraphs boosting the firm’s products. 
Laughs are provided by jokes which are 
distributed throughout the publication. 

The back cover of Cooperative News 
is devoted to a page advertisement. 
Larro dairy ration was featured in the 
August issue. The size of the publica- 
tion is 554 by 10 inches. 


Friends Honor Donahue 


P. DONAHUE, loved as “Pat- 
P sy” by hundreds of friends in 

® and out of the grain trade, was 
honored at a testimonial dinner held at 
the Hotel Schroeder, Milwaukee, Wed- 
nesday evening, November 13. The din- 
ner marked the retirement of Mr. Dona- 
hue from active business. He is, how- 
ever, retaining his position presi- 
dent of the Donahue-Stratton Co. 

W. A. Hottensen and Robert G. Bell, 
W. M. Bell Co., Milwaukee, and J. W. 
Rice, Froedtert Grain & Malting Co., 
Milwaukee, comprised the committee in 
charge of arrangements for the dinner 
which was attended by members of the 
Milwaukee Chamber of Commerce, 43 
strong, and 26 members of the Chicago 
Board of Trade, who made the trip on 
a special Milwaukee road train. 

The party assembled in one of the 
hotel parlors for refreshments and hors 
d’oevres at about 5:30 and dinner featur- 
ing roast capon and ham was served at 
7 o'clock. Entertainment was furnished 
by Milwaukee’s most popular banjo 
duet and a dozen pretty girls who sup- 
plied both singing and dancing numbers. 

John Nivin, Milwaukee city attorney, 
presided as toastmaster. He is an old 
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friend of Mr. Donahue and told many 
stories of former days when the Nivin 
and Donahue families occupied the same 
duplex on State street. 

Speakers included Cornelius Corcoran, 
president of the Milwaukee City Coun- 
cil and member of the firm of Corcoran 
Brothers Co., Milwaukee; Harry M. 
Stratton, business partner of Mr. Dona- 
hue; Fred Winters, Quaker Oats Co., 
Chicago, and Ed Flemming, Central 
Shipping association, Chicago. 

All who talked at the dinner paid 
glowing tributes to Mr. Donahue’s 
noble character and business integrity. 
His calm and helpful disposition, even 
at times of great trial, was highly 
praised. Several of the speakers said 
they would like nothing better than to 
have their sons grow into men like Mr. 
Donahue. 

Before adjournment, Mr. Corcoran 
presented the guest of honor with a 
fine leather traveling bag in behalf of 
the gathering. Mr. Donahue accepted 
the gift, saying that he would use it 
within the next few days when he and 
his family left Milwaukee for Florida, 
and thanked his friends for the tribute 
they had paid him. 
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THE DEALER TODAY MUST 
““Know His Feeds’’ 


Gain your customers’ confidence through your 
knowledge of feeds and feeding. That’s the first 
step in doing a profitable feed business today. 


How are you going to do it? 


Devote a little time to the study of feeds and 
modern feeding methods. Learn to give your 
customers definite reasons why feeding a bal- 
anced ration pays. Show them how much Lin- 
seed Meal is needed to balance different home- 
grown feeds. Be able to explain why a good 
ready-mixed feed will increase profits. Such ad- 
vice will create good will and give them confi- 
dence in the feeds you sell. They will make morc 
money so they will be able to buy more feeds. 


The new Linseed Meal Chart of Balanced Ra- 
tions will be a big help to you. It gives tested 
balanced rations for almost every requirement 
—formulas that agree with the bulletins of lead- 
ing experiment stations. 


The Linseed Meal Book on Feeding Manage- 
ment will give you a complete picture of mod- 
ern feeding methods. Get a copy and read it — 
it’s free. If you have not received a Linseed 
Meal Master Feeding Chart, write for one at 
once. It will be mailed to you without charge. 
Farmers always think of Linseed Meal in connec- 


tion with balanced rations—be sure “Linseed Meal” 
is on the label of the ready-mixed feeds you sell. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
FINE ARTS BUILDING, MILWAUKEE, WIS. 


DEPT. 912 


The Universal 
Protein Feed 


Page Forty-four 


"vee (Cotton-Seed-Meal) 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 


Quality and Service 


HOME OF 


BADGER BRAND 
SEEDS 
1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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New Jersey Feed Dealers Meet 
At State Ag College 


(Continued from Page Nine) 


that the dairymen in New Jersey spend 
about 50 per cent of their gross income 
from milk to buy feed. There are being 
imported into New Jersey about 25,000 
cows annually. Some of these are 
brought from distant points because 
they cannot be obtained locally. 


Dealer Cooperation Asked 

“Commercial poultry raising is grow- 
ing rapidly and is fairly profitable. How 
profitable it will be depends upon how 
closely the poultrymen follow the scien- 
tific information that is available. You 
feed dealers are in position to dissem- 
inate this information and assist to make 
the increase in poultry and dairy pro- 
duction permanent.” 

Mr. Lipman urged the dealers to co- 
operate closely with the college and the 
experimental station and offered the aid 
of the institutions in all matters that 
will add comfort and profit to the far- 
mers. 

“Our Feed Dealers’ Credit Associa- 
tion’”” was the subject of the talk by 
M. C. Wood, Montclair, N. J. Mr. 
Wood recently was instrumental in get- 
ting several of his neighbor dealers to- 
gether to form a credit association, 
which fostered a cash plan, kept credit 
ratings of all delinquent customers on 
file, and forced its members to follow 
drastic credit changes intended to im- 
prove the trade. 

Too Easy With Credits 

“We have all been too lenient with 
our credits,” said Mr. Wood, and the 
loud applause indicated that the other 
dealers agreed with him. “We _ have 
been bankers as well as feed men, but 
we are paid only for one job. It is time 
that we all worked together to minimize 
cur losses from abused credit.” 

In appealing to all the New Jersey 
dealers to join the credit organization he 
predicted that with proper support, the 
association could make it impossible for 
unscrupulous customers to get credit, 
thereby encouraging a cash plan. 

The discussion that followed the talk 
demonstrated that the dealers are inter- 
ested in eliminating the credit evil. It 
is expected that the new officers’ will 
give the matter more consideration. 

President McIntyre Speaks 

Fred M. McIntyre, president of the 
Eastern Federation of Feed Merchants, 
told of the activities of that organiza- 
tion and appealed for cooperation of 
the New Jersey dealers. . 

“While many of you are already af- 
filiated with us in our great work,” said 
Mr. McIntyre, “we should have the 


name of every dealer on our records. 
Then when we file a protest with the 
federal farm board, or any other organ- 
ization we will receive greater recogni- 
tion.” 

He gave a complete report on the 
protest recently filed against the loan 
to the G. L. F. He said that there is 
no surplus of farm products in New 
York and no need that can be served 
by the warehouses the G. L. F. pro- 
poses to build with public money. 

“Tf there had been such a need, the 
feed dealers would long ago have recog- 
nized it and met it,” he declared. 

“We are cpposed to the entry of the 
government into business unless it is 
necessary in the interest of economy or 
for some emergency need,’ said Mr. 
McIntyre. “These do not exist and the 
loan is unwarranted. There is no one 
more interested in the farmers than the 
feed men and no group of individuals 
that has done more for them.” 

Harden Elected President 

Following brief reports by the officers 
the nominating committee offered the 
following slate which was unanimously 
elected: Reeve Harden, Hamburg, presi- 
dent; H. J. Samuelson, Toms River, 


vice-president; M. A. Wood, Montclair,. 


secretary; 
treasurer. 

Directors chosen were Benjamin At- 
water, Wyckoff & Co., Red Bark; M. 
A. Frome, McMurtre & Co., Belvidere: 
Edward Van Sickle, Board & Co., New 
Brunswick. 

H. E. Franke, retiring president, and 
his associates were given a great ova- 
tion for their work during the past year. 
In accepting the honor, he predicted 
that with Reeve Harden at the helm 
the New Jersey association would go 
forward with great strides to meet the 
problems and protect the interests of 
the feed dealers. 


Feed Control Officials 
Hold Convention 


(Continued from Page Twenty-nine) 

the definition of fish meal should be 
continued, that crab meal should con- 
tain 25 per cent protein, and that the 
present definition for shrimp should be 
made permanent. The table scrap meal 
definition was maintained for another 
year, and a committee was appointed to 
study the situation and report at the 
next meeting. 

Committees were also appointed to in- 
vestigate sampling and machines for 
grinding samples, to draft a definition 
and to study synthetic hominy feeds. 


D. L. Schaible, Glassboro, 


THE FEED BAG—DECEMBER, 1929 


The definition of milk sugar feed was 
kept tentative and the committee on 
dried buttermilk was continued for an- 
other year. Definitions of oats products, 
corn chops, and allied products were or- 
dered printed for future consideration. 
Committees on cod liver oil, millfeeds, 
malt and mineral feeds and alfalfa pro- 
ducts were maintained. 

The resolutions committee expressed 
appreciation for the cooperative attitude 
of the feed industry through associa- 
tions and individuals and complimented 
President Fraps and Secretary Bopst 
for their faithful services. Election of 
cfficers concluded the convention. 


Magnetic Separator Co. 
Adds New Feature 


A new self-closing feature recently 
perfected for the Stearns Type FT mag- 
netic separato4 is announced by the 
Magnetic Manufacturing Co., Milwau- 
kee, Wis. 

Heretofore the manipulation of ropes 
or chains was necessary to‘ open the 
trap of the separator to receive the ac- 
cumulation of tramp iron. The new 
device is controlled by the electric cur- 
rent. When the current is cut off, the 
trap automatically opens and receives 
the tramp iron, preventing it from drop- 
ping into the grain. 

Stearns Magnetic Separators are made 
simple and compact to meet the require- 
ments of small as well as large mills. 
They are attached directly to the spout 
or feed table. 

The Stearns Type FT is the only 
magnetic separator of its kind possess- 
ing the automatic trap door feature, 
fully covered by patent pending applica- 
tion. It is especially adapted to flour 
and feed mill service, and was devised 
after much research and experimenting 
by the Magnetic Manufacturing Co. 


HOWARD WITBECK DIES 

Howard M. Witbeck, 64, former 
mayor of Lockport, N. Y., and chief 
executive in three of the largest milling 
companies in that city and vicinity, died 
in the Mayo Brothers hcspital, Roches- 
ter, Minn., following an operation. He 
had been engaged in milling activity for 
nearly fifty years, beginning work in a 
Lockport mill in his boyhood. He was 
president of the Thompson Milling Co., 
Lockport, of the Middleport, N. Y., 
Milling Co., and chairman of the board 
of directors of the Federal Mill & Ele- 
vator Co., Lockport. 


HARMONY COOPERATIVE 
Produce Co., Colby, Wis., is erecting a 
branch warehouse and feed store at 
Cherokee, Wis. A feed mill will be in- 
stalled and a complete stock of flour, 
feeds and seeds will be carried. 
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Why 


load up on straight cars when 
you can buy mixed cars at 


nearly the same prices. 


We carry everything in the 
feed line and can ship all 
your needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 


----for almost half 


a century---- 


BVERY time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 
Occident Hard Wheat’ Bran 
Occident Wheat Mixed Feed 


and 
Alta Hard Wheat Middlings 


prices. 


» FREE FROM SCREENINGS 
shipped. HIGH IN PROTEIN 
Wire or phone us for delivered i RUSSELL-MILLER MILLING CO. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


General Offices 
MINNEAPOLIS, MINN. 


HCCIBENT FLOUR 


Co 


2 


Farco SEED House 
FIELD SEEDS. 
Fenco.Nonta DAKOTA. 


Consolidated Products Co. 
Chicago, Ill. 
Gentlemen: 

The SEMI-—SOLID Buttermilk is 
moving much better than we had 
anticipated. Please load us 
another car for Fargo immedi- 
ately. Donot delay this order as 
our salesmen sold quite a lot of 
it the last few days. 

We have never handled anything 
which has gene over as well as 
this. It is amighty good seller. 

Very truly yours, 
MAGILL & CO, 


Semi Solid Buttermilk 


©°We have never handled anything 
which has gone over as well as 


This unsolicited letter of appreciation from Magill & Co. is not 
unusual in our sixteen years of continuous dealing with farsighted 
dealers who know the valué of quick turn-over in their business. 

Magill & Co. have not only made money through these sales but 
they realize they have also built up customer good-will by supplying 
their trade with a product that is helping these customers produce 
greater gains and health in their poultry and live stock. 

They are also increasing the sale of their other feeds because all 
other feeds give better satisfaction when supplemented by 


A Boon to Mill Owners, Feed Dealers and Grinders 


business. Every feed you sell should be supported by a supplement that will give complete satisfaction, and 
the greatest supplement to any hog or poultry ration is 


WRITE TODAY FOR OUR DEALER PROPOSITION IN YOUR TERRITORY 


Consolidated Products Company 


It is a very important part of your business to see that your cus- 
tomers get the most out of your feeds, if you expect to retain their 


It aids digestion and assimilation, pre- emi- olid } uttermilk 
vents disease and increases production. Semi Solid 4% oF COD LIVER OIL ADDED 


4750 SHERIDAN ROAD 
CHICAGO, ILLINOIS 
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Bashore Develops Feed Trade 
With Hatchery System 


(Continued from Page Twenty-three) 
successful chick raising. Good feeding 
advice is an important part of this serv- 
ice. 

“When a farmer orders chicks, we 
consult with him as to the amount of 
feed and the kinds of feed he will need. 
If he will book his feed at the time he 
orders chicks, we allow a small discount 
to obtain his pledge for the entire sea- 
son’s feed. We also have the facilities 
to supply the farmer with brooders, 
feeders, fountains, remedies and disin- 
fectants.”’ 

The Bashore stores maintain a strin- 
gent credit policy. Chicks are sold on 
a cash basis, and Mr. Bashore hopes 
to operate his feed business on the same 
policy in the near future. 


Handles Credit Carefully 

“I do not extend credit to a buyer 
unless he is approved by cur bank,” he 
said. “Credit is a very difficult thing 
to handle and the season’s profits may 
be easily dissipated on a few bad ac- 
counts. I handle my baby chick -busi- 
ness on a strictly cash basis and am 
greatly in favor of handling the feed 
business in the same way. Usually com- 
petition makes this impossible.” 

Mr. Bashore believes that a dealer 
should study local conditions carefully 
before planning to sell chicks in con- 
nection with his feed store. 

“In a season when there is a good 
demand for chicks,” he declared, “the 
dealer will find it difficult to obtain de- 
sirable chicks at the time wanted. In 
a season when there is not a good de- 
mand for chicks, mail order hatcheries 
will be offering them so cheaply that 
it would be hard for the dealer to ob- 
tain them at prices which would al- 
low him a reasonable profit.” 

Feeds Neatly Displayed 

Poultrymen and dairymen who visit 
the Bashore stores get the urge to buy 
when they see the attractive displays 
and neatly stacked sacks ot feed. Mer- 
chandising is made as effective indoors 
as it is out in the field. The central 


store and headquarters is at Silver 
Lake. 


The plan used to sell dairy feeds has 
worked beyond Mr. Bashore’s expecta- 
tions. He is among the few dealers 
who maintain a creamery in addition 
to their feed business. His plan makes 
a two-way profit possible. The farmers 
also appreciate the convenience of buy- 
ing their products from a man who in 
return purchases their output. It 
doesn’t seem like paying money out for 


Mrs. Bashore takes an active interest in 
the business. 
feeds without getting anything in re- 
turn for it. 

Mr. Bashore carefully watches his 
costs of doing business and keeps an ac- 
curate check on profits. 

“One of the greatest drawbacks for a 
retail feed dealer is failure to recognize 
overhead costs,” he said. “Some eleva- 
tors and other concerns handle feed as 
a side line and seem to figure that what- 
ever business they can pick up by un- 
derselling the legitimate dealer is just 
so much clear profit. The only solu- 
tion I have to offer for the dealer who 
is compelled to work against this type 
of competition is to endeavor to render 
a special service to his customers. By 
cbtaining and holding their good will 
he can handle feed on a fairly profit- 
able margin.” 

Mr. Bashore started in the poultry 
business long before the advent of 
mammoth incubators and ccai burning 
brooders, leaving his occupation as a 
railroad man to take up the work. He 
stood loyally by his enterprise and made 
the most of every opportunity. The 
conducting of a feed business in con- 
nection with his hatcheries, has proved 
pleasant and profitable. His experiences 
and success in developing it contain 
much of practical value to the retail 
dealer. 


ANGEL’S FLOUR & FEED store, 
Brainerd, Minn., has built a large ad- 
dition to its store to take care of the 
increasing business. 
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COMSTOCK elevator and feed mill, 
Comstock, Minn., owned by Jerry Co- 
mer, was destroyed by fire recently. The 
loss is estimated at $25,000. 


LIGHT & SONS, Brooklyn, Ia., 
have purchased a grain elevator from 
the Stokely Co. and will run the eleva- 


tor in connection with their lumber 
business. 


VICTORIA ELEVATOR CO., Min- 
neapolis, has purchased the elevator of 
the Broker Grain Co., Sebaka, Minn. A 


feed mill will be erected near the ele- 
vator. 


HOLMQUIST LUMBER & COAL 
CO., Blair, Neb., has purchased the J. 
F. Westrand & Co. line of elevators in 
northeastern Nebraska, and is now op- 
erating elevators in Carroll, 


Laurel, 
Blair, Bancroft and Walthill. 


Manufacturers in Iowa 
Form Association 


Iowa manufacturers have formed a 
state association to promote the con- 
sumption of commercial feeds. A meet- 
ing at which tentative organization 
plans were made, was held at Des 


‘Moines, November 20. Milton Liggett, 


Seymour, was temporary chairman, and 
A. E. Sargent, Des Moines, served as 
secretary. 

A. L. Goetzmann, manager, Inland 
Milling Co., Des Moines, explained the 
tariff situation at the meeting. Manu- 
facturers protested the tariff increases 
from 1 to 10 cents a pound, on jute and 
burlap products on the grounds that it 
was a movement to promote the use of 
cotton products at the expense of the 
majority of farmers. Plans were made 
to present these views to Iowa repre- 
sentatives in Washington. 

J. W. Cloverdale, Cedar Rapids; W. 
I. Sargent, Des Moines; R. B. Girton, 
Mason City; W. T. Barr, Ames, and 
Mr. Liggett were appointed to draft the 
by-laws for the new state association. 
Another meeting will be held in Janu- 
ary to complete the organization. 


PURINA PRESIDENT SPEAKS 

William H. Danforth, president of the 
Ralston-Purina Co., was the principal 
speaker at a meeting of 300 eastern deal- 
ers of this company in Buffalo last 
month. He predicted continued good 
prices for butter, poultry, eggs and 
cheese, and a period of prosperity for 
wide awake dairymen and poultry rais- 
ers in the East. 

The convention program included 
sales demonstrations and sketches and 
a dinner in the Hotel Statler, which was 
convention headquarters. 
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Products 


VOUNG POULTRY 
AND LAYING HENS 


“a2 


10 LOS. NET WEIGHT 


‘Al 

10 LBS NET 


Now is the time poultry raisers 
and breeders should give their 
birds plenty of lime. Pearl Grit 
and Pearl Powdered Limestone 
supply it in natural form. These 
products have no odor or flavor to 
induce over-eating and waste; no 
foreign elements to cause digestive 
troubles; no sharp splinters to irri- 
tate and inflame the fowls’ organs. 
Pearl Products are safe. They are 
normal and effective health tonics. 
They increase both the quantity 
and quality of eggs. 


You Make Money Handling 
Pearl Products 

Pearl Grit is packed in 100-lb. bags for 
large buyers and offers an attractive mar- 
gin of profit to you. For your convenience 
in serving small-lot customers, Pearl Prod- 
ucts also come packed in convenient 10- 
lb. cartons. This saves you time and pre- 
vents loss. And your customers gladly 
pay more per pound for Pearl Products 
put up in this attractive way. 

Help your customers get more winter 
eggs by selling them Pearl Grit and Pearl 
Powdered Limestone. This will mean more 
business for you all along the line. Order 
Pearl Products from your jobber. Or 
write us. Do it now. 


Pearl Grit Corporation 


Sell at Current Prices 
F. Kern Advises 


(Continued from Page Thirteen) 
for the man who never guesses the mar- 
ket wrong, and at far better salaries 
than the local feed business warrants 
at country points where there is a dealer 
for every 100 farmers, many of whom 
do not buy feeds at all. 

My expenses for 1928, on $230,000 
sales, were 6% per cent and the one 
consolation was that we did not have to 
pay much income tax. 

Personally, the margin or the loss in 
the retail feed game will have little or 
no effect on me for I am about through 
with heavy work. I should like to see 
the rest of you make a profit over and 
above a salary for yourself, and interest 
on the use of your money. In my 
opinion, there is but one sound formula 
and that is to always sell at replacement 
values. I have never been able to play 
safe on less than a 10 per cent margin 
over buying cost. 

I am writing this for the purpose of 
starting an argument. Will someone 
answer? 


Africa Has Opportunity 
For Feed Business 


(Continued from Thirty-three) 


lives is controlled by the British gov- 
ernment. Civilization has been injected 
into the country by the white inhab- 
itants and rapid progress is expected to 
be made. 

Mr. Goodrich is of the opinion that 
Nanyuki, Africa, will in the near fu- 
ture develop into a profitable agricul- 
tural center and that scientific feeding 
will become as important as it now is 
among American feeders. He became 
interested in the country during an ex- 
pedition conducted by the Milwaukee 
museum several years ago. He will con- 
tinue the development of his project, 
and some day expects to be classed 
among the pioneers who built a new 
agricultural section of the world. 


FRESH 
FROM THE SEA 


Made from the whole Fish, 
STRUVEN’S FISH MEAL 
will supply Minerals, Proteins, 
Vitamins, and Iodine in a form 
that gives your Hog, Poultry, 
and Cattle mixtures a feeding 
value not tobe obtained through 
the use of land grown feeds. 


The most prosperous feed 
manufacturers are now using it. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
- Baltimore, Maryland 


OATS 


RYE 


WHEAT 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


‘*FOR BETTER SERVICE”’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 


Get Our Samples and Prices 
STRAIGHT CARS 


MILL FEEDS 


CORN 
x 
MIXED CARS 
OILMEAL 
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Yes 


POWER” 


That's what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give youquick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking, 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


UVEN'S 
it pays FISH MEAL.. 
(DEAL = AL Z| 
PEARL 
= 
| 
SCREENING 
GROUND FE wer 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


I 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Cottonseed Meal 


ALL GRADES | 
Arrival Drafts 


Qa, 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


S. f. 


Incorpor 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 


‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, 
HENRY LICHTIG & CO., Kansas City, Mo...................-..4. Milo and hanit 
Packed 100-lb. paper-lined bags CREAMERY Y Co., Dried Buttermilk 
HN F. CRAIG & COMPANY, Philadelphia, 
110 N. Franklin St. CHICAGO OYSTER SHELL PRODUCTS CO., Philadelphia, Pa.......... Shel 8 
GET PARKS’ DIRECT Manufacturers 


MILL CONTRACTS 


Anything in the Feed Line 


Cottonseed Meal Powdered Skim Milk 
Oyster Shells 

Dried Butter Milk Bone Meal 

Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 
MINNEAPOLIS, MINN. 
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“The Grain Dealers Mutual” 


appreciates the increased patronage ac- 
corded it by the grain trade during 1929. 


OY We take this opportunity to thank 
cur many friends and extend them the 
Season’s Greetings — none the less sincerely because it 
cannot be done individually. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


J. J. Fitzgerald C. R McCotter 
Secretary and Treasurer Ass’t. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 
R. L. HERRICK M. H. HERRICK 


100% FOR THE DEALERS 


HERRICK 
FEED 


Phones CO Phones 
135 135 
118 118 
HARVARD ILLINOIS 
WHOLESALE GRAIN @& FEED SHIPPERS 
R. L. HERRICK, Jr. J. M. HERRICK 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


ahe CITY of ROCHESTER, MINN. 


operates a Municipal Mill in which they installed a 22-inch 
DIAMOND ATTRITION MILL supplanting two other mills. 
Mr. L. A. Cowles, Supt., says, ‘With the DIAMOND MILL 
we have doubled our earnings on custom grinding since install- 
ing, because of its quick service and low operating costs.” 


Diamond Huller Co., Winona, Minn. 
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OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. 


EstTaBLisHED 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


WISCONSIN 


ALFALFA 


Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 
Lamar, Colo. St. Louis, Mo. 


= 
| 
| 
| 
| 
| 
| 
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| 
| 
-y Dependable Western | 
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M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 
MIXED CARS— TON LOTS 
Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Ghe 


New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and eae Ballroom in the 


orthwest 

RATES 
2.50 
84 Rooms at................. 3.00 
3.50 
4.00 
5.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Merry Christmas and a 
Gappy and Prosperous New Year 
to All Our Friends 
in the Grain and Heed Crade 


RE 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for a Elevators at 
CLINTON CORN GLUTEN AUKEE—CHICAGO 
CORN GLUTEN MEAL and PORTLAND. ME.—ST Sy MO. 
CORN OIL CAKE MEAL DEPOT HARBOR; ONT 


Pearly White Brand | 
Pure | 
Oyster Shells 


The whitest oyster shell we have ever seen— 
over 99% pure calcium carbonate. 


More attractivé to poultry—bigger consump- 
tion —healthier hens—increased egg production. 


Seeing is believing. Let us send you samples 
and prices. 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Millfeeds—Grain—Beet Pulp—Dried Buttermilk, 
Charcoal, Molasses, etc. - - Any Quantity. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


ALFALFA—ALFALFA MEAL 
For Sale. Carload lots. Write for delivered 
prices. JOHN DEVLIN HAY CO., 192 North 
Clark street, Chicago, Il. 


FEED MILL FOR SALE 
We desire to sell our feed, coal, coke, hay and 
straw business at Eldred, Pa., in the oil district. 
Plan to enter other business is reason for selling. 
Anyone interested in a good buy, write WOL- 
COTT BROS., Eldred, Pa. 


HAY FOR SALE 


Any kind of hay for sale in carload lots, also 
straw. Write GEO. L. FREDERICK, Beaver 
Dam, Wis. 


FEED MIXER FOR SALE 


500 lb. Monarch Vertical Feed Mixer and 
5900 Ib. Eureka Corn Cutter at bargain prices. 
as JOHN WILLIS, P. O. Box 565, Elmira, 


ATTRITION MILL FOR SALE 
1-24” belt driver attrition mill for sale. 
Standard mauufacture and good as new. Write 
CP-1, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


MEN TO SELL BURTON MIXERS 
Real proposition for salesmen calling on Wis- 
consin feed dealers. Commission basis. Write 


2003-13th street, Milwaukee, 
jis. 


MACHINERY FOR SALE 


One 20-inch Monarch Ball Bearing attrition 
mill, Belt Drive, used 3 years, good condition, 
price $275. One new 15h. p. 220 A. C. Westing- 
house motor, speed 1160-3 phase, never used, 
price $185. One Eureka ustless separator, 
good condition, price $125. Write R. W. BIEL, 
Randolph, Wis. 


WATER POWER MILL FOR SALE 


A 30-bbl., flour and feed mill, good house and 
land at a bargain. Write HUMbiRD ROLLER 
MILLS, Humbird, Wis. 


E. L. MATTHEWS, Crookston, 
Minn., has remodeled his feed store 
and mill and is now open for business. 


CLEM F. HOELZEL, Nichols, Wis., 
has purchased the feed business of the 
Farmers Milling Co. of that city and 
has opened for business under the firm 
name, Hoelzel Flour & Feed Co. 


MRS. LOUIS GIRARD, White Bear, 
Minn., will continue the fuel and feed 
business which her husband conducted 
up to the time of his death a few weeks 
ago. A. J. Cassavant has been appointed 
manager. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with'bran, midd- 


lings, Cannon feed {(flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


CLIFFORD NASH, Litchfield, 
Mich., has purchased the feed, seed and 
coal firm of Longsworth & James, 
Hicksville, Ohio, a business which the 
former. owners conducted for almost 25 
years. 


O. & N. LUMBER CO., Stetsonville, 
Wis., has purchased the feed store of 
Sauter Bros., and will operate it in con- 
junction with its lumber yard. 


WALRATH-SHERWOOD LUM- 
BER CO., Leigh, Neb., has purchased 
the Nye-Jenks elevator in that city. 
John Glandt and Jake Kibler, who have 
acquired interests in the lumber com- 
pany, will manage it. 


E.J. KOPPELKAM CO. 


373 Broadway 


MILWAUKEE, GC WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


WILLIAM O. CLARK, 80, Milwau- 
kee, a pioneer resident of the city and 
a former member of the grain and seed 
firm of Comerford & Clark, died No- 
vember 17. His firm was organized in 
1893 and Mr. Clark had an active part 
in its management for many years. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—@& 


National Food Company 
FOND DU LAC, WIS. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Flour 


Reliance Feed Co. 


-MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 
A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn 


MINNEAPOLIS, 
“Stand by Stan’’ 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


“SWEET PRINCESS’’ 


16% PROTEIN 
MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for 
Prices to 


MANEY BROTHERS MILL & ELEVATOR CO., and, st. 
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H. H. WHITING, Minneapolis, gen- 
eral sales manager of Pillsbury Flour 
Mills Co., has been elected vice-presi- 
dent of the firm. 


ALFRED N. SAGEN, Galesville, 
Wis., who has been associated with the 
Reitmann-Davis Mill Co. of that city 
jor many years, has resigned his posi- 
tion, and purchased a building in which 
he will conduct a flour and feed store. 


Camel Wheat Feed Scores Again! 


Reports an official cow tester to his dealer. 


“I want you to note that the high herds in 
the Richland Dairy Herd Testing Association 
No. 2 received more CAMEL per cow for the 
season than any other kind of grain, and that 
our second high herd in the Association (aver- 
age Butter Fat 364 Ibs.) was fed alfalfa hay, 
silage, CAMEL, corn and oats, and made more 
profit per cow than any other herd.’’ 


We can make immediate shipment of Camel. 


EXCELSIOR MILLING CO., 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 
JOHN FITZGERALD, Janesville—special Wisconsin representative. 
B. J. GiBSON, Danville, I1l.—special Illinois and Kentucky representative. 


KREAMO 


SWEET DAIRY FEED 


164% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Your Grain «iOurFeed 


Make Quick Profit Balance 


Brings 

Money for Your 
Grain ond More 
Milk — Your 


Reputation 


This mixture is made for the 
dairyman who grows his own feed- 
ing grains. Its excellent protein 
supplied by a variety of sup- 
piementary concentrates en- 
ables the user to utilize all his 
home grown grains to best advan- 


tage. Careful tests have shown a 
surprising profit from this ration. 
O The cows like it. It is always un- 
iform in quality. It is easy and 


EXCELLENT DAIRY economical to feed. 


PROTEIN Guaranteed To Satisfy 


A Reduction From A Recent, Large Northrup, King & Co. Farm Paper Ad. 
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AN 80% SAVING 


Che feed Bag 


Vol. 5. No. 12. DECEMBER, 1929 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 


Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 
Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 
he Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


With butterfat at 50c 
per pound, the cost of 
feeding whole milk 
to baby calves is at 
least $2.50 per week. 


Security Calf Food gives equal results 
at atotal cost of not to exceed 40c 
to 50c per week. 


This means a clear profit of $2.00 per 
calf per week—a profit that will in- 
terest all your customers. 


Calves thrive on Security. No di- 
gestive troubles—no scours. Sold on 
money-back guarantee of satisfaction. 


Security offers a highly profitable ad- 
dition to your line of feeds. Has no 
equal on the market. 


Security is NOT a calf meal—it is fed 
as a liquid. 


We will show your 
men how to SELL 


SECURITY 
CALF FOOD 


Unusual sales assistance is given 

every Security dealer. We show 

your organization how to sell and 
get the big profits, by giving you 

the assistance of a trained Se- 

curity salesman to help you 

get started. Write today for 
full particulars, testimonials 
and prices. 


Security Calf Food Co. 


385 Third Avenue North 
MINNEAPOLIS, MINNESOTA 


0000 


O00000 200000000000 


Ghe 


FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Merry Christmas 


and a 


Prosperous New Year 


to all our 


Friends and Patrons 


Deutsch & Sickert 
Company 
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Good Reasons 


Why Poultrymen Prefer 


EGG MASH Every Month in the Year. 


lst—Based upon Natural Old No. 2 Yellow Corn. (No substitute). 
2nd—Mixed with Pure Mill Feeds (No Screenings). 

3rd—Fortified with vitamin tested Cod Liver Oil. 

4th—Reinforced with vitamin tested Cod Liver Meal. 

5th—Charged with a good percentage of Dried Buttermilk. 


Combined these five reasons make True Value Egg Mash distinctive among all mashes. 
They also make it distinctive as a profit maker for the feeder. 
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whether it is fed in the winter 
or summer, in cloudy or clear 
weather, when the flock is on 
range or closely confined it will 
keep the hens healthy and make 
them lay their full quota of eggs. 


Eggs are in the feed. Choose 
wisely. 


Mr. Dealer! 


Let us send you complete infor- 
mation about True Value Mashes 
showing how our dealers are 
building additional business 
daily. A post card will do it. 


Manufactured and Guaranteed by the 


Ladish Milling Co. 


MILWAUKEE WISCONSIN 


Eggs Are In The Feed. Choose Wisely. 
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Proved Quality 
is Easy to Sell 


The King Midas mill 
extends every coopera- 
tion to its dealers be- 
cause it believes the 
making and selling of 
King Midas flour are 
partnership proposi- 
tions. That’s why the 
quality is always main- 
tained, and the price 
always permits a fair profit to the dealer. 
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Here are three truck 


loads of King Midas Schultz Bros. 
flour, not an un- 


at Sheboygan 
usual delivery for 


Schultz Brothers of Sheboygan. These enter- 


‘ prising Wisconsin dealers like to sell King 


Midas—for their own profit and the satisfac- 
tion of their customers. 


With hearty good Sqnta Claus 


cheer and goodwill , 
toward all, Santa is on His Way 
Claus is on his way. 

The unselfish spirit of Christmas is growing 
stronger within our hearts. The King Midas 
organization—millers, office staff, salesmen— 
extends greetings and best wishes to all. 
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